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NEW YALE MERCHANDISING 


Information about what 

YALE & TOWNE are doing 

to help YALE dealers 
make more money 


PROGRAM 


OFFERS EXTRA PROFIT OPPORTUNITIES 


Bi-monthly “promotion package’’ coordinates various sales promotion methods to attract and sell more hardware business. 


Here’s promotion on a 
real mass-sales basis. 


Raymond K. 
Watkins, Trade 
Sales Manager 
of THE YALE & 
TOWNE MANU- 
FACTURING COM- 
PANY, Stamford, 
Connecticut, an- 
nounces that re- 
tail promotions 
on popular, fast-selling YALE hard- 
ware will be produced on a regular 
basis of one for each two-month 
period throughout the year. 

A schedule of promotions has 
been made up which puts a com- 
plete selling package of new mate- 
rial into the retailers’ hands approx- 
imately every eight weeks. This rate 
of frequency, explains Mr. Watkins, 
is the most practical one for hard- 
ware items. 


Each promotion will be issued in 
complete packaged form, consisting 
of a minimum quantity of merchan- 
dise, a lithographed display. News- 
paper mats will be sent on request. 

These promotions will be an- 
nounced in this magazine ahead of 
your retail promotion, and will co- 
incide with the appearance of the 
SATURDAY EVENING POST ads fea- 
turing these products. 


YALE INTRODUCES NEW 
TECHNIQUE IN “POST” ADS 


YALE & TOWNE, one of the oldest ad- 
vertisers in the SATURDAY EVENING 
POST, springs a new advertising 
technique in their 1950 program. 
Advertising readership has shown 
that one of the best-read features in 
both magazines and newspapers is 
the so-called “Ripley” style of car- 
toon, created by the late Robert L. 
Ripley of “Believe It or Not” fame, 
in which little-known facts are pre- 





Raymond K. Watkins 


sented in the form of rather infor- 
mal drawings. 


Capitalizing upon the popularity 
of this type of cartoon, YALE & 
TOWNE'’S advertising has borrowed 
from the lore of lock history some 
little-known facts about locks and 
has given them the “Ripley treat- 
ment”. 

In each of YALr’s ads this year in 
the post, there will be shown a 
drawing of some ancient and aston- 
ishing application of locks, to- 
gether with a representation of one 
of YALE’s most modern product de- 
velopments. 


As an example, one of these ads 
describes what is probably the ear- 
liest method of opening a bolt from 
the outside of the door. This lock, 
designed in Greece, probably was 
the first lock to offer a real advan- 
tage of security to a house-holder. 
But, unfortunately, it required the 
most cumbersome and yet pic- 
turesque key ever developed. It was 
in shapeand size much likeareaper’s 
sickle. Inserted through a hole in 
the door above the bolt, its tip en- 
gaged the bolt with the handle still 
projecting through the door, and 
the key could be = ,________ 
turned to actuate Canyoul magi re | 
the bolt. These cies sn 3 & 
keys were car- | Sheers 
ried crooked 
over the shoul- 
der and must 
have been ex- 
ceedingly in- 
convenient. 












In the same ad 
isalso shownthe 
very popular 
040 “One-Arm”’ 
Springlatch, the 


nightlatch which 

the dealer can * 
demonstrate [or —T | 
“with one hand | ss=segllith cmos | 





behind his back”, a far cry from the 
inconvenient .keys of the ancient 
Greeks. 


How to Sell 
More Hardware 


YALE’S new Packaged Promotions 
will make it easy for you to sell more 
hardware. 








These colorful, eye-catching dis- 
plays give you maximum sales ap- 
peal in a minimum of counter space. 
The information displayed on these 
silent salesmen tells customers a 
story on the uses and ease of instal- 
lation of the products shown. They 
simplify your salesman’s selling job. 
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Mews Briefe for the Busy Reader 


Housing officials in Washington seem to be well confused about their own 
ruling on racial discrimination. While FHA tries to play down the effects 
of the rule, PHA officials enforce the intent of the rule more stringently. 
We expect Congress to take a hand in the matter after the first of the year. 





93,000 new dwelling units in November set a new record for the month 
and ran starts for the 11 month period higher than the whole year in 1948. 
One million units now seem assured for 1949. 





Nearly all species of lumber are still tight in producing areas with prices 
remaining firm to stiff. An occasional car in transit can be had at a small 
discount due holiday period. See pages 11 and 12 for complete market 
reports. 





Houses built to owner’s order by contract builders in 1949 showed an in- 
crease of eight percent over 1948. Much of this gain was experienced in 
the last four months. The trend can be expected to continue in 1950, getting 
stronger as the year progresses. 


Sales in retail lumber and building material stores for November ran a 
slight three percent under the same month last year. Physical volume 
generally equalled last year. Reduced prices accounts for the dollar decline. 





There will be more clearance sales in many consumer lines this year. This 
means more competition for consumer dollars. Many dealers are preparing 
for this competition by promoting packaged sales and installment buying. 





In spite of tendency for buying to slacken off at year’s end, many dealers 
are buying for spring stock and to bring inventories up to date. Coast mills 
report line yard buying for future delivery up to 60 days. 





Due to heavy public construction, cement demand will stay good through 
winter and increase with spring. Price rises are possible at that time. 





Increases in basic steel prices will cause some additional firmness in metal 
building materials prices. It is doubtful if many price increases of any 
consequence will reach the consumer level, but some cut-backs in prices 
wil! be delayed. 





It looks like money will remain generally cheap with low interest rates. 
At the same time there are indications some members of the administration 
would like to make housing building money harder to come by. Reason 
seems to be to put additional pinch on private builders—make rosier picture 
for public housing. 
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ONE MILLION STARTS 
IN 1950 ASSURED 


November record of 93,000 units 
makes || month total of 937,100 


ALL previous housing records 
were broken in November, when 
93,000 new nonfarm dwelling units 
were started. November starts 
brought the total thus far in 1949 
to 937,100, according to prelim- 
inary estimates of the U. S. Labor 
Department’s Bureau of Labor Sta- 
tistics. This 11 month total sur- 
passes the 937,000 units begun in 
all of 1925, the former peak year 
in homebuilding. There is little 
doubt now that the total number 
of new units started this year will 
exceed a million. 








| MONTHLY BUILDING CONTRACTS 





Total Building Contracts Awarded in the NLLIONS 
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OF DOLLARS 


MILLIONS 
OF DOLLARS 
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November housing activity marks 
the fifth consecutive month during 
which previously existing records 
for the month were shattered. The 
sharp seasonal drop usually char- 
acteristic of this time of the year 
has failed to materialize in 1949. 

5 PERCENT GAIN 

Gains in both privately and pub- 
licly financed housing have contrib- 
uted to the increased volume of 
homebuilding activity in 1949 com- 
pared with 1948. The 902,600 pri- 
vately financed units begun through 
November of this year is about 5 
percent greater than last year’s 
January-November total. Almost 
21% times as many publicly financed 
units, sponsored largely by State 
and local governments, were started 
in the first 11 months of 1949 com- 
pared with the same period in 
1948—34,500 as against 14,300. 
The moderate drop of about 10 
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percent in the housing authorized 
by building permits issued during 
November indicates that housing 
starts for December though due to 
decline, will remain unseasonally 
high. The largest drops, locally, 
were reported for Washington, 
D. C. and Los Angeles, Calif., 
where the building permit volume 
in November was considerably be- 
low the October level. Regionally, 
the Middle Atlantic States showed 
the greatest drop for the second 
consecutive month; substantial de- 
clines were registered, especially, 
in New York City and Buffalo, 
N. Y., and in Philadelphia and 
Pittsburgh, Pa. Building permit 
volume fell off, also, in Detroit, 
Mich.; Omaha, Nebr.; Jackson, 
Miss.; and San Francisco, Calif. 
Noticeable gains were reported, on 
the other hand, for Minneapolis 
and St. Paul, Minn.; Baltimore, 
Md.; Birmingham and Montgom- 
ery, Ala., and San Antonio, Texas. 


MAPLE FLOORING 


Annual meeting to be held 
in Chicago on January 27 


THE 53rd annual meeting of the 
Maple Flooring Manufacturers As- 
sociation will be held at the Black- 
stone Hotel, Chicago, Friday, Jan- 


uary 27, 1950. 
committee will meet at the Black- 
stone, Thursday, January 26, to 
complete plans for continuing the 
all-out advertising, trade promo- 
tion and publicity campaign started 
in 1949. 


The advertising 


Manufacturers of Northern hard- 
wood flooring from the states of 
Michigan, Wisconsin, New York, 
Ohio and Illinois, will attend the 
meeting. 


MFMA President W. ©. Abend- 
roth, Reed City, Michigan, in mak- 
ing the announcement, stated that 
the Association, starting its 53rd 
year in 1950, is one of the oldest 
trade group organizations in the 
United States. Mr. Abendroth said: 

“Our group has spent thousands 
of dollars since the turn of the 
century in advertising and years 
of work in standardizing and im- 
proving the manufacture and grade 
uniformity of Northern Hard 
Maple, Beech and Birch Flooring. 
This investment by MFMA mem- 
bers has served to build up public 
appreciation of the advantages of 
these fine woods for flooring. We 
plan to carry on the good work in 
1950 through our advertising, edu- 
cational and research activities.” 

Other MFMA officers are: D. S. 


DeWitt, Oconto, Wisconsin, Vice 
President; W. W. Gamble, Jr,, 
White Lake, Wisconsin, Treasurer; 
L. M. Clady, Oshkosh, Wisconsin, 
Secretary-Manager. C. F. DeWitt, 
Oconto, Wisconsin, is the Advertis- 
ing Committee Chairman and P. 
W. Abendroth, Ishpeming, Michi- 
gan, is Chairman of the Grades 
Committee. 


SHINGLE PRODUCERS 
Red Cedar Shingle Bureau holds 


annual meeting in Seattle, Wash. 


E. R. SCOTT, Edmunds, Wash., 
was re-elected president of the Red 
Cedar Shingle Bureau at the an- 
nual meeting held in Seattle, Dec. 
9. Other officers re-elected were: 
W. H. McLallen, Vancouver, B. C., 
vice president; W. W. Woodbridge, 
Seattle, secretary and Virgil Pet- 
erson, Seattle, treasurer. Ear! §. 
Wasser, Milwaukie, Ore., was 
elected a new member of the board 
of directors. 

W. W. Woodbridge, expressed 
great optimism regarding the 
shingle business for the coming 
year. He told of sales promotion 
plans in cooperation with the Na- 
tional Plan Service and announced 
the Certigrade Quartet and showed 
the beautiful colored pictures of 





Number of Yards Reporting 


SALES (REPORTING YARIS ONLY) 
% Change - From September, 1949 





From October, 1948 


STOCKS (END OF MONTH) 
% Change in Computed Total Stocks 
From September 50 1849 





From October 31, 1948 
From December 31, 1940 


COMPUTED TOTAL STOCKS (END OF MONTH) 
December, 1940 

December, 1946 

December, 1947 

October, 1948 

December,’ 1948 
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Description of regions: 


SURVEY OF RETAIL LUMBER STOCKS AND SALES 





OCTOBER, 1949 








#109 
Mic- East West E2st West 
New dle North North South Seuth South 
Eng- Atlan- Cen- Cen- Atlan- Cen- Cen- Moun: Paci- 
land tic tral tral tic tral tral tain fic Total 
65 76 160 840 52 29 36 138 243 1,629 
+16.1 oe ew i Bek - 0.2 +7.2 << 3.8 + 5.4 -11.2 - 0.5 1a 
+ 2.0 -17.0 - 0.3 * S27 - 9.2 - 9.0 + 2.9 -13.3 415.6 + 2.9 
e365 =-— 245 + 5,5 -7.2 0.0 + J} + 6,0 et PS + 3.1 + 0.3 
-14.6 -11.2 - 6.9 - 3.0 - 4,4 + 2.4 - 7.0 -14.6 - 5.6 - 7.0 
- 9.5 -44,.1 -32.9 + 0.1 -52.2 -60.3 -14,.9 -24.6 —28.0 —28 62 
(Million Board Feet) 
264 1,120 1,461 993 408 219 564 224 842 6,095 
214 478 755 413 , 187 72 324 84 488 2,985 
272 646 976 865 193 75 463 156 608 4,254 
280 705 1,054 1,025 204 85 516 198 642 4,709 
257 725 1,025 296 209 78 511 184 654 4,639 
R31 642 930 1,071 195 88 453 167 588 4,365 
239 626 981 994 195 87 480 169 606 4,377 


New England (Maine, New Hampshire, Vermont, Massachusetts, Rhode Island, Corinecticut) ; 


Middle Atlantic (New Yor, Pennsylvania, New Jersey); East North Central (Ohio, Indiana, Illinois, Michigan, 
Wisconsin); West North Centr21 (Minnesota, Iowa, Missouri, North Dakota, South Dakota, Nebraska, Kansas); 
South Atlantic (Delaware, Maryland, West Virginia to Florida); East South Central (Kentucky, Tennessee) , 
Alabama, Mississinvpi) ; West South Central (Arkansas, Louisiana, Oklahoma, Texas); Mountain (ifontana, Idsho, 

















Wyoming, Colorado, Néw Mexico, Arizona, Utah, Nevada); Pacific (Washineton, Oregon, California). 


* Revised 
*#* Preliminary 


NATIONAL RETAIL LUMBER TEALERS ASSOCIATION 


Washington, D. C. 
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Start the New Year Right 
with KINZUA PINE 


1950 ae _1950 





—_ famous Kinzua "Quality Guaranteed" Ponderosa 


| Pine. 





If you are not acquainted with Kinzua Pine, we 
repeat—start the New Year right—by filling your 





bins with an assortment of Kinzua Pine. 





Straight or mixed cars finish, bevel sid- 
ing, ceiling, casing, base, paneling, com- 
mon and Fir dimension and boards. 








Resolve in 1950 to furnish your customers with the 
finest Ponderosa Pine lumber you can get—Kinzua 
"Quality Guaranteed" Ponderosa Pine. 


Going on to 23 years, every foot of Kinzua Pine 
has been scientifically kiln dried, stored and loaded 
under cover. Year after year Kinzua's mill equip- 
ment has been kept modern—to enable us to fur- 
nish you—our customers—with the finest Ponderosa 


Pine lumber it is possible to produce. 


For several years now, Kinzua has been operating 
on a sustained yield, tree-farm basis. Our objective 


is to have a permanent lumber operation—so as to 


provide our customers with a continuous supply of 


Expertly-machined wide Pine clears, well illustrating the 
generous size of much of Kinzua's timber—stock finding 
a ready demand. 














KINZUA PINE MILLS CoO. 
KINZUA, OREGON 


MEMBER NATIONAL WOODWORK MFRS. 





ASSN. INC. 





MEMBER WESTERN PINE ASSOCIATION 
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these four Certigrade shingle cov- 
ered houses, which are to appear in 
the Saturday Evening Post. 

E. L. Connor, retiring president 
of the Stained Shingle & Shake As- 
sociation, discussed the subject: 
“Our Markets Are Your Markets.” 
He stated that the only way to in- 
crease “your markets and our mar- 
kets” is intensive selling of double 
course sidewalls. He said it is 
necessary to educate the applica- 
tors on the proper way to apply 
proper sidewalls. The 11 members 
of the stained shingle and shake as- 
sociation have fifty salesmen and a 
number of wholesale distributing 
warehouses. Adding these up there 
are about 500 salesmen selling these 
products—stained shingles and 
shakes for sidewalls. Said Mr. 
Connor, “all signs point to a fine 
market for 1950.” He requested 
shingle manufacturers to make a 
slight change in their specifications 
whereby they would furnish wider 
shingles to the staining plants. 


W. W. Woodbridge, Seattle, secretary of 
the Red Cedar Shingle Bureau. 


Other speakers included: C. B. 
Sweet, Longview, Wash., recently 
re-elected president of the National 
Retail Lumber Dealers Associa- 
tion; M. L. Clement, Southern 
Building Code Congress, Birming- 
ham, Ala.; W. C. Bell, Managing 
director of the Western Retail 
Lumbermens Association, Seattle; 
David R. Dean, The Country Gen- 
tleman, San Francisco; Virgil Pet- 
erson, treasurer, Red Cedar Shingle 
Bureau. 


RACIAL RULES 
Confusion will probably bring 
action from Congress on ruling 


IN spite of the effort of FHA 
Officials to minimize the effects of 


the Truman administration rule 
that refuses government aid to 
housing projects with racial cove- 
nants, confusion is rapidly becom- 
ing widespread. 

It looks now as though some ad- 
ministration planners thought they 
saw a chance to push so-called so- 
cial reforms but failed to realize 
the monkey wrench they were 
throwing into the machinery of 
home finance. 

The situation is already so con- 
fused that negro housing in North 
Carolina has been turned down be- 
cause whites would be banned from 
the project. This turn-down came 
in the face of a Public Housing 
Administration statement that 
racial discrimination would be left 
up to local authorities so long as 
the number of units were propor- 
tioned fairly among the races. 


Hence it looks like the FHA 
racial rule may also be open to the 
interpretive whims of the Wash- 
ington “do-gooders.” 

Now is the time for every indi- 
vidual in the light construction in- 
dustry to write his individual con- 
gressman and senator, pointing out 
the current confusion and _ the 
break on construction which the 
present racial ruling may cause. 


RETAIL SALES 


Slight average drop is shown 
in November over a year ago 


SALES of independent retailers 
in November this year were three 
percent short of the November, 
1948, record but were almost un- 
changed (+1%) from October, 
1949. These preliminary data were 
released by the Department of 
Commerce. The percentage changes 
are not adjusted for seasonal va- 
riation, number of working days, 
or price changes. 

Motor-vehicle dealers recorded 
an increase of 6 percent in Novem- 
ber, 1949, in a year-to-year com- 
parison; furniture stores, 5 per- 
cent; and filling stations, 4 percent. 

Small sales decreases (3%) were 
reported by drug stores and lumber 
and building materials dealers in 
November, 1949, from November, 
1948. Sales were down 4 percent 
for food stores and 4 percent for 
department stores, 7 percent for 
eating and drinking places, and 9 
percent for general stores and for 
dry goods and general merchan- 
dise stores. Apparel stores’ sales 
dropped 10 percent, and sales of 
both jewelry stores and hardware 
stores were off 11 percent. 
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MARKETS 


Supplies remain generally 
tight; prices remain firm 


WITH one or two exceptions, all 
lumber prices remain firm to stiff. 
Southern pine has shown no weak- 
ness from west side mills. Douglas 
fir, Ponderosa and Idaho pine are 
all firm, with the latter two being 
tight on supply. Spruce is stiff but 
no price rise. 

Georgia and Alabama pine is off 
on price a little as the result of 
good producing weather and appar- 
ent desire of operators to sell at 
this time. 

There are a substantial number 
of transit cars of fir being offered 
with the possibility of price con- 
cession due to holiday and inven- 
tory periods. But this is contrary 
to general market conditions and 
can be expected not to last. 

The west coast reports mills 
working steadily with a large back- 
log of orders. Mills have good log 
reserves and there is still a good 
flow of logs from the woods despite 
advent of winter. 


Seattle Reports 


Demand has slowed up the past 
fortnight and it is generally as- 
cribed to weather, inventory time, 
taxes coming due in many states 
and normal winter slowing up of 
construction. Retail yards, partic- 
ularly line yards, are doing some 
forward buying. They are buying 
for spring needs and trying to bal- 
ance stock. The buying is ex- 
pressed is mixed cars, some straight 
cars of dimensien and cedar siding. 
Some orders call for shipments to 
arrive after March 1st. Others at 
the convenience of the mill or in 
60 days. Except for advances in 
cedar siding prices are little 
changed. Siding mills have all the 
orders they can handle and some 
are out of the market. Greatest 
spread in prices is in timbers, 


which, depending on the order or. 


the mill may vary as much as $15. 
Vertical grain flooring moves at 
$150, and flat grain flooring at $100 
to $180. Dry dimension sells for 
$60 and green at $55. Dry dimen- 
Sion is rather scarce. Green 
small timbers bring $55 to $65 and 
big timbers $45-$52 while struc- 
tural sells at $58-$70. Dry boards 
are $2 to $3 less than dimension. 
Order files at the fir mills will keep 
them busy three or four weeks. 

Shingle mills apparently are get- 
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Don’t use substitutes when you 
can get genuine DUA-LAPS! 


They’re made only from the highest-grade, certigrade straight-grain 
red cedar. 


WANT INSULATION VALUE? Every inch of Red Cedar Dua-Laps 
contains millions of tiny air cells that seal out cold and heat. 
Fuel bills are cut one-third. 


WANT BEAUTY? Ten colors. New Infra-Red Drying 
Process gives you a shingle with a beautiful surface, 
makes a heavier, more protective coating. 


WANT ECONOMY? Dua-Laps offer luxurious, 
deep-horizontal shadows that give that rich 
“wide siding” effect at real savings. Dou- 

ble-coursing adds real economy. 


Write for a Dua-Lap Shingle today 
. we have no samples, as 
such ... every one sent is taken 
from warehouse stock. Don’t 
take any substitutes, in- 
sist on Dua-Laps. 





ting all the business they need. 
There is a considerable variation 
in prices depending on the mill and 
the order. Better British Columbia 
mills have good order files but some 
mills on both sides of the line have 
unbalanced stocks. No. 1 perfec- 
tions are very strong being made 
into shakes for siding by proc- 
essors. No. 2 perfections have a 
spotty call and the trend is towards 
weakening. There is some for- 
ward buying of perfections for de- 
livery after February Ist. No. 3 


perfections have little call and are 
weak. Perfections cost net whole- 
sale $8.50, $5.20 and $3.10. 

A good demand exists for No. 1 
5X with prices varying 25 cents. 
No. 2’s have a fair demand but 
some weakness is apparent. There 
is little demand for No. 3’s. Prices 
of 5X are $7.25-$7.50, $5.00-$5.25 
and $3.25. It is interesting to note 
that No. 3 perfections can be pur- 
chased cheaper than No. 3 5X. 
Quick shipment is still important 
in open market areas. 





The LUMBER MARKET 


The following is a general market analysis as we go to press. 


Since many 


variable factors in each producing area affect individual mill quotations, the 
prices listed below must be considered for what they are — — — an average 
of current f.o.b. mill quotations of those surveyed. 


DOUGLAS FIR 


Vertical Grain Flooring 
B & Btr. Cc 

145.00 140.00 
Flat Grain Flooring 
120.00 115.00 
125.00 
Drop Siding 
ttern #£106.130.00 
ttern #116.130.00 


125.00 
125.00 


110.00 

135.00 

Boards & Shiplap 
0 53.00 53.00 

49.00 49.00 


No. 1 Dimension 
2 14’ 16’ 


56.00 56.00 
55.00 55.00 
54.00 54.00 55.00 
54.00 54.00 55.00 
54.00 54.00 55.00 


- 2 Dimension 
16’ 18’ 
52.00 53.00 
51.00 52.00 
50.00 51.00 
50.00 51.00 
49.00 50.00 

. 3 Dimension 

38.00 38.00 8.00 

33.00 33.00 

31.00 31.00 

29.00 29.00 

27.00 27.00 


Add about $8 for K.D. 


18’ 
57.00 
56.00 


bo nono bobo 
AHR Kw 


bono bo DONO 
MRK KK 


bobonono ns 
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WESTERN PINE 


Ponderosa Pine 


Selects, 
4/4 RW 5/4 RW 6/4 RW 
171.00 171.00 
148. 00 144.00 144.00 


No. 1 
101.00 
100.00 


Idaho White Pine 
Selects, S2 or 4S 
C RL 


Sugar Pine 
Selects, 

S2 or 4S 4/4 RW 5/4 RW 6/4 RW 

. - 203.00 199.00 198.00 

-- - 195.00 191.00 190.00 

RL. ..168.00 167.00 166.00 


No.1 No.2 ag 


SOUTHERN PINE 


Vertical 
— Flooring eiow'y 
4 0 


Cc 
180.00 
150.00 


Drop tine 
1x 6 (All 
1 le except 


1x6 
--111.00 

73.00 
- 63.00 


No. 1 Dimension 
12’ 


68.00 


bobo po bebe 
wp AM KKK 


4 


Z 
bobo bone be S rororotyns - 


, 


78.00 
74.00 


Dimension 
12’ 
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OAK FLOORING 


gx x 

Clear Pl 2% 1% 
White ..175.00 150.00 
Red ....175.00 150.00 


Select Pl 
White ..165.00 
Red ....165.00 


No.1 

Common 
White ..140.00 
Red ....140.00 


No.2 
Mixed .... 90.00 
15” Shorts 

No. 1 

Common 

& Btr. ....100.00 
No. a 

Com 

15” arte. 


exe, % Bx2e 
160.00 


142.00 
142.00 


150.00 
150.00 


135.00 
135.00 


80.00 


80.00 65.00 


65.00 55.00 30.00 


Lumber Statistics 

Lumber shipments of 409 mills 
reporting to the National Lumber 
Trade Barometer were 1.3 percent 
above production for the week end- 
ing December 10, 1949. In the 
same week new orders of these 
mills were 2.3 percent below pro- 
duction. Unfilled orders of the re- 
porting mills amount to 36 percent 
of stocks. For reporting softwood 
mills, unfilled orders are equivalent 
to 20 days’ production at the cur- 
rent rate, and gross stocks are 
equivalent to 55 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
3.8 percent above production; or- 
ders were 5.0 percent above pro- 
duction. 

Compared to the average corre- 
sponding week of 1935-1939, pro- 
duction of reporting mills was 65.0 
percent above; shipments were 80.9 
percent above; orders were 50.7 
percent above. Compared to the 
corresponding week in 1948, pro- 
duction of reporting mills was 6.1 
percent above; shipments were 
29.7 percent above; and new orders 
were 17.2 percent above. 

Western Pine 

The 89 mills reporting to the 
Western Pine association for the 
week ending December 10, 1949, 
cut 59,814,000 feet compared with 
64,701,000 feet for the same week 
a year ago. Shipments totaled 
62,554,000 feet. 4.6 percent above 
production and about 11 percent 
above the same week a year ago. 
Orders amounted to 58,101,000 
feet, compared to 51,307,000 feet 
for the corresponding week a year 
ago. Gross stocks stood at 880,- 
767,000 feet. 

Northern Pine 

Northern Pine Manufacturers’ 
Association reports that production 
of member mills totaled 525,000 
feet for November, 1949. Ship- 
ments amounted to 4,975,000 feet 
and orders received amounted to 
5,300,000 feet. Gross stocks at the 
month’s end stood at 31,455,000 
feet. 

Appalachian Woods 

Most hardwoods are in fair sup- 
ply but demand continues steady to 
firm, generally accounted for by the 
open fall. 

Northern Hardwoods 

There is a decided scarcity of 
high grades, accompanied with a 
weakening in lower grades. Buy- 
ers want F.A.S. and are willing to 
bid up those prices in preference 
to lower grades. However the sit- 
uation in high grades is not as crit- 
ical as three months ago and some 
stock is available. 


December 31, 1949, AMERICAN LUMBERMAN & 
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e pro- 

corre- 
J, pro- 
oo can This flush door, with its unique all-wood core construction, 
e 50.7 is going into new homes, office buildings, hospitals and 
to the public buildings all over the nation. If you are a dealer, 
dag: it will be definitely to your advantage to investigate the 

well sales possibilities of the THOMASON Flush Door in your 
orders territory. 
to the THE THOMASON FLUSH DOOR IS AVAILABLE WITH 
or the THESE FACE VENEERS 
, 1949, 
. In addition to the Gumwood-faced door that provides a 
totaled satin-smooth surface for easy painting, the THOMASON 
_ above Flush Door comes faced with veneers of Mahogany, Wal- 
percent nut, Oak and Birch. Only the finest quality domestic and 
101,000 foreign face veneers are used in the manufacture of the 
0 feet THOMASON Flush Door. 
a year 
t 880,- 
— THERE IS ALSO A THOMASON FLUSH DOOR 
a 3 FOR EXTERIOR USE 
525,000 

Ship- , eis 
00 feet Like the door for interior use, the one for the 
ited to exterior is all wood and has the same core construction. 
; at the In addition, it has been water-proofed. This door is 
455,000 available either plain or with any one of the three 

standard patterns of light opening. Also now available 
ir sup is the THOMASON Flush Door with a solid core, 
eady to faced with all types of veneers, for use in office 
- by the buildings, hotels, hospitals and public institutions. 
bed TODAY FOR NAME OF Ri. eT ted B 

with a 
Romy “Sold d Only Through Sais 
teventl MANUFACTURED BY 
the sit- 


«<« | THOMASON PLYWOOD CORPORATION 


FAYETTEVILLE « NORTH CAROLINA 
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FIRST in Flooring 





OAK @ BEECH PECAN 


Top-quality flooring—carefully manufac- 
tured, scrupulously graded. 


Also Band Sawn Hardwoods 


Modern Dry Kilns, Planing Mill, Oak 
Flooring Plant 


Send us your inquiries. 


MOBILE RIVER SAW MILL CO., Inc. 


MT. VERNON, ALABAMA 














| How! THE NEW. 
CAPITOL STREAMLINE 


} FLUSH-PANEL 
7. " 


Here's a new and beautiful Sectional garage door that has 
every superior feature of design and workmanship. Streamline, 
flush panels electrically bonded to frames. (Not nailed) Insures 
tigidity which prevents warping and distortion. 














Dialectric heating, under tremendous pressure, in a High 
Frequency Heating Unit forms a complete fusion, or bond — 
impervious to rain, snow or ice. Equalized “pull” or “strain” 
at all points of the section. A stronger, longer lasting, super- 
quality door combining beauty and long life with economy. 


Same easy-to-install hardware is used on all Capitol Taper 
Seal doors. 


Ruggedly and more substantially constructed — and they‘re 
Priced to sell — but fast. 


NOTE THESE MANY SUPERIOR FEATURES 


Modern Beauty - Streamline - Flush 
Panels - Dialectric Bonding - Equal- 
ized “Pull” or “Strain” - Balanced 
Action - _ Ball-Bearing Rollers - 
“Feather Touch” Operation - Taper 
Seal Weather Protection - Rugged 
Construction - Easy Installation - 





Sizes Available 
8’0"’x7'0"x134" 
8'0"x7'6"x134," 
8’0’’x8'0"'x134" 
9’0"x7'0"x134" 








Long Life - Reasonably Priced. 





See Your Lumber Dealer or Write 
Us For Full Information and Prices, 


CAPITOL PRODUCTS 


118 South Third St. Springfield, Ill. 
Telephone 7838 
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--- 50 YEARS AGO --- 


AMERICAN LUMBERMA 


The Industry's Leader __ 
_THEN and NOW =. 








UNTRUTHFUL ADVERTISING 





“YOU TALK a good 
deal about advertising,” 
a dealer remarked, 
“and I want you to 
read this advertise- 
ment of a neighbor of 
mine, and then when 
you go down to his 
yard tell me what you 
think about it. He says 
he carries the most 
complete stock in town 
and sells at lowest 
prices. You have seen 
my stock, so you can 
compare the two. As 
ne? cag tor Na a = A little observation would 
all cin te at @ deeant disclose those points. 
profit, and he does not sell a cent cheaper than the other 
two yards.” 











The other yard was visited and its stock, both in quan- 
tity and variety, lacked much of being equal to that of 
the dealer who made the complaint. In the second yard 
there was no fir flooring, no Idaho finish and not a stick 
of hardwood, all of which were seen in the first yard. The 
prices quoted were virtually the same. The only conclu- 
sion that could be reached was that this dealer in his ads 
was “four-flushing,” as we sports say. 


That is hardly the kind of advertising that will bring 
trade, or if it brings it once, it will not hold it. The head 
of the consuming public isn’t as thick as it is thought by 
some to be. If a dealer overadvertises he is sure to be 
caught at the trick sooner or later. Advertising must be 
backed by character. If a dealer has the most complete 
stock in town he is justified in saying so, and if he sells 
for less money than his competitors he is justified in say- 
ing that, but when he does neither and advertises to do 
both, he is taking a stand at the top of a toboggan down 
which he will sooner or later slide. There are features 
enough connected with any lumber business to advertise 
without overdoing it. 


A dealer should advertise as conscientiously as he would 
load out a farmer. It is as easy to slip a cog in advertis- 
ing as in anything else. It would take a long search to 
find a man who adhered to the truth in the minutest par- 
ticular, but the closer we stick to it the better we are 
off. It must be discouraging to a dealer to advertise the 
most complete stock in town and then have a prospective 
customer drive over to his competitor’s yard and find one 
that is more complete; or to advertise that he is the cheap- 
est man in town and have his customers discover that he 
is no cheaper than the others. It seems to me it would 
knock holes in him so the sand would rattle out. There 
are ways and ways, but the one great way is the right 
way. It is the only way that finally pays a satisfactory 
investment.—Met Saley, AMERICAN LUMBERMAN. 
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HOUSING RECORD: The BLS reports that 93,000 
new non-farm dwelling units were started in No- 
vember; biggest of all time for that month. Esti- 
mates for the first eleven months of ‘49 are 937,100 
units; 58,700 more than for the corresponding period 
of ‘48 and 146,900 more than for the first eleven 
months of ‘47. Final figures are not yet announced; 
but the NRLDA estimates more than a million starts 
in ‘49. 

FINANCING: Both privately and publicly fi- 
nanced housing increased during ‘49. Private proj- 
ects, of course, led the field by a wide margin; with 
the figures for the first eleven months set tentatively 
at 902,600. Publicly financed units for the same 
period number 34,500; about two and a half times 
as many as for the corresponding months of ‘48. 
A big percentage increase, but not so many in 
actual numbers. 

NOVEMBER PERMITS declined moderately from 
the October level but are still much higher than the 
seasonal average; indicating that the large volume 
of residence building will carry over into next year. 
Largest declines in permits showed up in Wash- 
ington, D. C, and in Los Angeles. Largest regional 
declines were in the Middle Atlantic States; though 
Baltimore reported a gain. Other gains were in 
Minneapolis, Birmingham and San Antonio. 


RETAIL LUMBER STOCKS on November 1, as 
reported by the NRLDA, stood at 4,377,000,000 feet. 
That's a decline of about seven percent in a year. 
However, during October, eight of the ten U. S. 
regions showed a small increase in retail stocks. 
The year-end figures are not available at this writ- 
ing; but the sustained building program and the 
rising prices of most building materials would indi- 
cate a definite increase in retail inventory buying. 


BUILDING MATERIALS: The seasonal building 
increase was slow in starting, last spring; in fact 
didn't really get going until July. This delay of 
course explained much of the reduced purchases of 
materials and the declining prices. Plywood, for 
example, took something of a beating the first six 
months of ‘49. One big company now reports its 
sales as 50 percent above the low of the early 
months. Some prices are up by 30 percent. 

CEMENT ORDERS, so several eastern manufac- 
turers say, are at a pretty high level and demand 
seems to be increasing. The manufacture of plumb- 
inc items is said to be at about twice the volume 
of last spring. Cast iron pipe has come up from 
about 40 percent of capacity production to full vol- 
ume. Some lumber mills in the Pacific Northwest 
indicate that production is 50 percent above a year 
ago, with prices up by some 15 percent. 
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RACIAL HOUSING POLICY: The FHA has set 
February 15 as the last day builders may record 
covenants restricting occupancy of Federally-aided 
private housing developments on racial grounds. 
The full meaning isn't clear. Agencies say it's to 
bring operations into line with Supreme Court rul- 
ings. But many people think the effect will be 
broader than the Agencies indicate. 


HOME-MADE HOMES: The _build-your-own 
home idea shows up about everywhere; due in part 
to the shorter work week that lets the amateur do 
his stuff on week ends. The Long-Bell people of 
Kansas City have set up a special time-financing 
plan. About 150 owner-built homes are going up 
in Meriden, Conn. It’s claimed in fact that owners 
are doing all or part of the work on one-fourth of 
the new homes that are being built in the entire 
country. 


PRICES: Better not jump to impulsive conclu- 
sions, either up or down, in regard to prices. Sure 
enough, there are some shouts and murmurs about 
returning inflation. But, as of now, not all building 
material prices are rising. Brick prices, in certain 
areas of the East, have declined a little. Paint that 
during the earlier months of ‘49 was reduced in 
price seems not to have restored the earlier figures, 
even though sales are running substantially larger. 


TRENDS: Since production and prices of build- 
ing materials sagged last spring when construction 
was slow in starting, and since production and 
prices recovered when building volume was upped 
and stayed up, the factor to watch is those con- 
struction figures. Construction is strong right now 
and probably will continue pretty strong for six 
months at least. However, in setting your buying 
policies, better watch regional rather than national 
volume. 


BUILDING COSTS, as indicated above, are in- 
creasing a little at the moment; but general tech- 
nical opinion is that these costs will be slightly 
lower in 1950. They’‘ll probably not dip as much as 
in the first half of ‘49; but they need watching. 
Home building, due in part to the big apartment- 
house program of ‘49, faces a shift of pattern. A 
way must be found to build more units for middle 
and low income groups. 


COMMERCIAL BUILDING probably will hold its 
own and may even increase. Industrial construc- 
tion doesn’t look so good. The Department of Com- 
merce, summarizing a good many reports from 
business men, predicts that investment in plants 
and equipment during the first quarter of ‘50 will 
be some 14 percent below the first quarter of ‘49. 
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with versatile 


Jobs Like These DOUGLAS FIR 
Make Plywood PLYWOOD 


omen A-Yol oe Wael tl aie i 
Best Seller! 








=the “All-Year Salesman!” 


WHEN construction slows during winter months, 

















let Douglas fir plywood help boost your volume. 
Home and commercial building is only one of 
plywood’s many, many sales-building jobs. Fea- 
ture and sell this versatile material for scores of 
: | other uses, too. You'll find it one of your best, 
Remodeling . . . fixing up ha aie... wt a 


winter-time jobs .. . find plywood hard at work. Suggest these 
uses to your customers! 





most consistent year-around items! 


This “Handy Panel” Display Rack 
Will Sell More Plywood for You! 





DEALERS find it true: when you dis- 
play plywood, you sell it—without 
extra effort. This special display 






Sign shops . . . display shops . . . department stores—all can rack... easily built in your shop wee 
use plywood for smart, easy-to-build signs and displays. Go 


after this market now. 





is planned especially for ‘handy 
panel” sizes of plywood, the sizes 
you can sell “by the piece” to please 
your customer and add profit. Use 
coupon below to send for your free 
display rack plan. 














Douglas Fir wc: 





LIGHT, 
Boats are built—and repaired—during the “off-season” per- 
iod. Be sure you're getting your share of this tremendous PI YWOOoOD STRONG 
Exterior-type plywood market! REAL WOOD PANELS 





Send to office nearest you: Tacoma 
DOUGLAS FIR PLYWOOD ASSOCIATION Bldg., Tacoma 2, Washington; 848 
Please send me free plan for building Daily News Bidg., Chicago 6; 1232 


a “Handy Panel” plywood display rack. Shoreham Bldg., Washington 5, D. 
C.; 500 Fifth Ave., New York City 18. 


PRR HEEEEEEEEHO EE EE TEESE EEE EEE EEE HEHEHE EEE 
SRR OREO HEEEEEHEHHE EEE EHH EEE EEE SHEE HEHEHE EH HEHEEE 
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Home craftsmen find plywood the best of all materials for many 
a winter-evening job. Here’s where the “handy panel” rack i Eee eee ee Ue rr ore J 
canreally pay big dividends} i EE 
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When AMERICAN LUMBERMAN published The Salesman’s Executives. These two creeds afford a foundation for the 

Creed in the November 5 issue, several readers called our highest achievement and best ethical standards for sales- 
attention to the Sales Manager’s Creed, reproduced here, men and sales managers, and a most productive relation- 
which is sponsored by the National Federation of Sales ship between sales employes and their sacs dy - 

S, 

D, I subscribe to this Sales Manager’s Creed, prepared by the NATIONAL FEDERATION OF SALES EXECUTIVES, 

f which I believe to be in the best interests of American Business: 

) 

2 I All salesmen shall receive fair compensation during their initial or subsequent training periods. 

of II While recognizing changes in compensation or territory to be functions of sales management, 


salesmen shall be consulted prior to establishing such changes and given reasonable notice 
t, of the effective cate. 


Ill Earnings of commission or bonus salesmen shall be unlimited, unless otherwise specified at 
the time of their employment. Should basic changes in a business justify modifying this policy 
all salesmen affected shall be advised o! the fact a reasonable time prior to establishing such 

c ceilings as become necessary. 


t IV. When evaluating the ability of salesmen, conditions beyond their control, such as differences 
- in the sales potentials of territories, shall be given full consideration. 


VV Salesmen shall be offered the same vacation, job or income security, and other employee 
benefits as are enjoyed by other employees in comparable positions in the same company. 


VI The only “house” or “no commission” accounts shall be those clearly defined in advance of 
solicitation. 


VII Salesmen’s expense reimbursement policies shall be uniform, after taking all variations of con- 
ditions into consideration. 


VIII A sharp distinction shall be drawn between salesmen’s earnings and expense allowance, and 
any system which affords salesmen either a substantial: promt or loss on expense accounts, 
shall be corrected. 


IX §Salesmen shall be given either a contract, agreement, or letter covering those conditions of 
their employment which might otherwise be the basis for later misunderstandings. 


X If quotas are used they shall be based on reliable seasoned” personal evaluation of accurate 
and adequate criteria, and salesmen should know how their figures have been determined. 


XI A salesman whose health or well being gives evidence of being prejudiced by the nervous 
a tensions involved in his work shall be given such relief as may be possible. 


XII_ Pressure to achieve results shall be of a constructive nature, avoiding the use of “fear’’ psy- 


City 18. chology or threatened loss of employment. 
— XIII The paper work required of salesmen shall be held down to a minimum and its value clearly 
justified. 
XIV A salesman with a grievance shall be provided with a simple means of stating it. Any such 
site statement shall be promptly considered and answered no matter where the salesman may 
ic | be located. 
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LET FRED LUDWIG TELL YOU} 


how UPSON KUVER-KRAK PANELS 


solved the cracked 
ceiling problem in 
his own home 


FRED H. LUDWIG, President Merritt Lumber 
Yards, Inc., Reading, Pa., former presi- 
dent National Retail Lumber Dealers Associa- 
tion, nationally known merchandiser of quality 
building materials, writes: C 

‘“The reason that I used Upson Kuver- si 
Krak Panels in the living room and library 
of my own residence was brought about by 
the great difficulty I had with the plaster 
cracking. In fact some of the white coat 
separated from the brown coat. 

“Having the faith in Upson Panels, de- 
veloped through the many years that we’ve 
handled your products, prompted me to use 
it and once and for all, get rid of further 
failures. 

“IT am glad to report to you that these 
panels have been very satisfactory and have 
done everything that we expected them todo.” 
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Few homes have the charm and char- 
acter of Mr. Ludwig’s living room 
with an Upson-panelled ceiling. 


mail this coupon today ! 


THE UPSON COMPANY 





You mar the beauty of any panel when 














* 
. . . . e 
you face nail. Avoid it with Upson self- * 5512 Upson Point, Lockport, New York. 
clinching Fasteners. Like Fred Ludwig, — ° I am interested in knowing more about Upson Strong- 
thousands of lumber dealers and thou- : rad aeamnalior eee 
sands of carpenters too will tell you e 
there’s nothing like Upson Panels for _— 
re-covering cracked ceilings. 2 CNAME OF FIRM 
Upson Strong-Bilt Panels for new z STREET 
construction. Upson Kuver-Krak . ary * STATE 
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Panels for re-covering cracked plaster. 
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COLORFUL NEON SIGN runs across front of building. There’s a pine tree at one 
- side, and a truck loaded with lumber at the other. Between the two is the legend, 
y “From Forest To You.” Arrowheads create the illusion that truck is actually moving. 
y 
r 
Remodeled Spok Potlatch 
emodeled Spokane Potlatc 
e s 
. Office and Yards 
r 
Will S Model 
: ill Serve as Mode 
> 


HE SLOGAN of Potlatch 
Yards, Inc., in the Northwest 
is “Potlatch Pleases Particular Peo- 
ple.” It’s particularly appropriate 
at the Spokane office and yards 
where streamlined remodeling has 
made it easier to show wares bet- 
ter. In fact, the excellent layout 
and modernistic job will serve as 
a model for other branches. 
Semi-visual front display win- 
dows on either side of the curved 
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entrance contain merchandise or 
manufacturer or jobber-furnished 
aids. Inside is a spacious counter 
with several plan books on it, and 
new materials displayed or in actual 
use nearby. 

At one end of the salesroom is 
the paint and varnish display, with 
several islands of paints and color 
charts. At all times, prices are 
posted so that customers can fig- 
ure total costs readily. 


ORIGINAL home of Potlatch Yards, Inc., from photograph taken in 1927. 





Set off near the entrance to the 
yard itself is the builders’ hard- 
ware department—convenient for 
carpenters, contractors, or home 
owners. Everything is prominently 
displayed and well-lighted. Interior 
of the salesroom is knotty pine, 
finished with white rez and clear 
varnish. : 

Approximately 2,500 people were 
on hand for the recent opening; 
all of them seemed interested in 
obtaining specific information on 
their building or remodeling prob- 
lems. 

“It’s indicative of the potential 
field in this area,” summarized W. 
C. (Bill) Waugh, manager of the 
Spokane Potlatch yard. 

POTLATCH PAYMENT PLAN 

Management has come up with a 
real business stimulator to go right 
along with the remodeling of the 
office and yards. It’s called “The 
Convenient Potlatch Payment Plan” 
for remodeling or repairing. 

In a series of newspaper adver- 
tisements (as illustrated on this 
page) Potlatch’s hardhitting copy 
stresses that homeowners may bor- 
row up to $2,500, paying 10 per- 
cent down. “Let the Potlatch Pay- 
ment Plan provide the money, ma- 
terials and payment for the labor!” 

Those who have a small repair 
or remodeling job, or want to paint 
or insulate, are urged to take ad- 
vantage of the Supplemental Plan. 
This permits borrowing up to $300, 
with nothing down, and up to three 
years to pay. 


HERE’S SAMPLE of advertising used 
by the company in stressing loan service. 
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It’s a short course in better management. Round-table dis- 
cussions on dealer problems, new product displays and 
expanded exhibits highlight coming convention season. 


ROBLEMS FACING most deal- 
ers today and how to solve 
them will be the keynote of the re- 
tail convention season that will be 
in full swing by mid-January. 
Responsible dealers feel that 
convention attendance is becoming 
increasingly important. Not only 
are many new products invading 
the field along with new construc- 
tion methods, but critical operating 
problems must be solved in these 
times of stiffening competition. 
Authoritative speakers, dealers 
themselves among them, are listed 
on the convention program this 
year. The down-to-earth informa- 
tion they make available is actually 
a short course in better manage- 
ment. 


MOUNTAIN STATES’ PLANS 


Merchandising and selling will 
be given special emphasis. A new 
convention feature at the Moun- 
tain States Lumber Dealers conven- 


tion at the Shirley-Savoy Hotel, 
Denver, February 8-10, will be the 
merchandising workshop. Two en- 
tire sessions will be devoted pri- 
marily to a discussion of materials 
and methods of selling them to cus- 
tomers. 

Exhibitors at the Mountain 
States convention were given the 
opportunity to explain or demon- 
strate (with samples if desired), a 
product from the platform. In their 
talks, exhibitors have been asked to 
emphasize creative selling and the 
benefits to the consumer resulting 
from his investment in building 
materials, compared with expendi- 
tures in other fields. Originally one 
session was planned for this fea- 
ture. So many exhibitors accepted 
this invitation that Secretary Jo- 
seph V. Smith has rearranged his 
program to permit two full sessions 
to this feature. 

Good public relations has become 
an increasingly vital dealer prob- 


lem. Western Pennsylvania has 
recognized this problem by making 
improved public relations the main 
topic of its convention program at 
Hotel William Penn, Pittsburgh, 
February 8-9. 

Another new feature announced 
by Western Pennsylvania’s Secre- 
tary R. F. McCrea, is the exhibi- 
tors’ night. This affair is intended 
to provide an opportunity for deal- 
ers and exhibitors to get together 
for informal discussions and enter- 
tainment. 

Both the opportunities and re- 
sponsibilities of everyone engaged 
in the distribution field will be em- 
phasized at the Western Retail 
Lumbermens convention at Mult- 
nomah Hotel, Portland, Ore., Feb- 
ruary 23-25. The predominating 
theme of this convention will be 
Mid-Century Merchandising, Ma- 
terials, Men and Markets. 

Better industry relations as an 
aid to the economic distribution of 


Retail Association Secretaries Who Map Convention Plans 





So. California 


, 
“~ 
cs 


Intermountain 


Orrie W. Hamilton 


Tennessee Florida 


R. O. Brownlee Marie Bennett 


Arizona Mountain ‘States 


Gus Michaels J. V. Smith 





Michigan 


Hunter Gaines Findley Torrence 
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Western Retail Carolina 


E. M. Garner 
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W. Pennsylvania Mississippi 


R. F. McCrea E. M. Lemmons 
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New York Southwestern 


Reginald W. Holt Allan T. Flint 


New Jersey 


Gene Ebersole Edward C. Frick 


Wisconsin 


H. P. McDermott 


Georgia 


J. G. Rowell 





Middle Atlantic 


Complete Retail Con- 
vention Schedule on 
Page 24 


Robert A. Jones 


Indiana Northeastern 


R. W. Slagle Paul S. Collier 


Independent 


Edwin W. Elmer 


Oklahoma 


W. M. Morgan 





lumber and building materials will 
receive special emphasis this com- 
ing year, according to Western’s 
Secretary Bill Bell. As a further 
service to its membership, that as- 
sociation is now establishing a 
group insurance plan in line with 
the current trend for the develop- 
ment of better employer-employe 
relationships. 


DEALER DISCUSSION GROUPS 


Southwestern plans to continue 
the successful dealer discussion 
groups which became an outstand- 
ing feature of their convention last 
year. Four of these dealer discus- 
sion groups will operate simultane- 
ously, and each of the four groups 
will be repeated three times during 
the morning of the second day of 
the convention to permit each 
dealer to attend three of the four 
meetings. 


Louisiana’s Secretary Ned Ball 
has mapped an outstanding 
speaker-program with particular 
emphasis on merchandising and 
public relations. Speakers will in- 
clude Arthur B. Clifford, Burritt 
Lumber Co., Bridgeport, Conn.; 
Phil Creedon, Edward Hines Lum- 
ber Co., Chicago, and Victor Jones, 
Armstrong Cork Co. The associa- 
tion’s plans for next year include 
greater emphasis on sales training 
for employes and employers. An- 
Other feature of the district meet- 
ings will be a full exposition of the 
30-day training program at the 
various universities. 


Selling will be the theme of 
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Illinois Nebraska 


J. D. McCarthy Phil Runion 


Louisiana 


R. Needham Ball 


North Dakota 


Maynard Finch 





Virginia 


Harris Mitchell 


Northwestern 


Wm. H. Badeaux 


Kentucky 


D. A. Campbell 





Mississippi’s annual convention at 
the Buena Vista Hotel, Biloxi, April 
12-13. Secretary Ted Lemmons 
has scheduled some _ top-notch 
speakers on the subjects of public 
relations and merchandising. 

In addition to the business ses- 
sions, most associations have ar- 
ranged excellent entertainment pro- 
grams. Dealers’ wives will be en- 
tertained with fashion shows and 
other special events. As_ usual, 
Hoo-Hoo will be an entertainment 
highlight at many of the conven- 
tions. 


West Virginia 


S. H. Diemer 
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Convention Schedule 


Schedules corrected to press date 
(*) means no exhibits are planned 


Jan. 16-18—Kentucky Retail Lumber Dealers 
Assn., Brown Hotel, Louisville, Ky. 


January 17-18-19—Northwestern Lumbermens 
Assn., Minneapolis Auditorium, Minneapolis, 
Minn. 


January 23-24-25—Western Retail Lumber- 
men’s Assn., Multnomah hotel, Portland, Ore. 


January 23-24-25—Northeastern Retail Lum- 
bermens Assn., Hotel Statler, New York, N. Y. 


January 24-25-26—Ohio Assn. of Retail Lum- 
ber Dealers, Cleveland Auditorium, Cleveland, 
Ohio. 


January 25-26-27—Southwestern Lumbermens 
Assn., Municipal Auditorium, Kansas City, Mo. 


February 1-2-3—Middle Atlantic Lumbermens 
Assn., Chalfonte-Haddon Hall, Atlantic City, 
N. J. 


February 7-8-9—Michigan Retail Lumber Dirs. 
Assn., Pantlind Hotel, Grand Rapids, Mich. 


February 8-9—Lumber Dirs. Assn. of W. 
Pennsylvania, William Penn Hotel, Pittsburgh, 
Pa. 


February 8-9-10 — Mountain States Lumber 
Dealers, Shirley-Savoy hotel, Denver, Colo. 


February 14-15-16—Wisconsin Retail Lumber- 
mens Assn., Milwaukee Auditorium, Milwau- 
kee, Wis. 





February 16-17—Virginia Building Material 
Assn., Roanoke hotel, Roanoke, Va. 


February 21-22-23—Illinois Lumber & Material 
Dirs. Assn., Hotel Sherman, Chicago, Ill. 


February 22-23-24—Nebraska Lumber Mer- 
chants Assn., City Auditorium, Omaha, Nebr. 


February 24-25—West Virginia Lmbr. & 
Bidrs’ Supply Dealers’ Assn., Daniel Boone 
Hotel, Charleston, W. Va. 


February 28 & 
March 1—North Dakota Retail Lumbermens 
Assn., City Auditorium, Fargo, N. D. 


February 28 & 
March 1-2—Indiana Lumber & Bidrs’ Supply 
Assn., Murat Temple, Indianapolis, Ind. 


March 2-3-4—Intermountain Lumber Dealers 
Assn., Hotel Utah, Salt Lake City, Utah. 


March 9-10-11—Independent Retail Lmbr. 
Dealers Assn., Hotel Radisson, Minneapolis. 
Minn. 


March 15-16—Louisiana Building Material 
Dirs. Assn., Jung Hotel, New Orleans, La. 


March 15-17—lowa Retail Lumbermens Assn., 
Poultry House, State Fair Grounds, Des 
Moines, lowa. 


March 22-23-24—New Jersey Lumbermens 
Assn*., Hotel Traymore, Atlantic City, N. J. 


1950 


March 22-23-24—Carolina Lmbr. & Bldg. Sup. 
ply Assn., Ocean Forest Hotel, Myrtle Beach, 
Ss. C. 


March 27-28—(Tentative) Tennessee Lumber, 
Millwork & Supply Dirs. Assn., Municipal 
Auditorium, Memphis, Tenn. 


March 28-29—South Dakota Retail Lumber 
Dealers Assn., Sioux Falls, S. D. 

April 3-4-5—Lumber & Supply Dirs. Council*, 
General Oglethorpe Hotel, Savannah, Ga. 


April 12-13—Mississippi Retail Lmbr. Dirs, 
Assn., Buena Vista Hotel, Biloxi, Miss. 


April 12-13-14—Florida imbr. & Millwork 
Assn*., Palm Beach Biltmore, Palm Beach, Fla, 


April 13-14—Arkansas Assn. of Lmbr. Deal- 
ers*, Marion Hotel, Little Rock, Ark. 


April 13-14-15—Southern California Retail 
Lmbr. Assn., Ambassador Hotel, Los Angeles, 
Calif. 


April 20-21-22—Arizona Retail Lmbr. & Bldrs. 
Supply Assn., Maricopa Inn, Mesa, Arizona. 


April 23-24-25—Lumbermens Assn. of Texas, 
Municipal Pier, Galveston, Texas. 


April 26-27—Lumber Merchants Assn. of 
Northern California*, Ahwanhee Hotel, 
Yosemite National Park, Calif. 


(Montana Retail Lumbermens Assn.—Latter 
part of March or April.) 
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PLYWOOD 


Douglas Fir 
Doors 

Pine Doors 
Pine Plywood 
‘Flush Doors 
Frame Stock 


Mouldings 


INDUSTRIAL 
PLYWOOD MFG’D 
TO CUSTOMER 
SPECIFICATION 


PACIFIC MUTUAL DOOR CO. 


TACOMA BUILDING” « 


TACOMA 2, WASHINGTON 
MILLS—OREGON, WASHINGTON, CALIFORNIA 
WAREHOUSES FIVE PRINCIPAL CITIES 


Garwood, N. J. @ Baltimore 31, Md. @ Chicago 8, Ill. © Kansas City 3, 


Kansas @ St. Paul 4, Minn. 
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AL LEVINSON 


| Aconed SALESMAN has a dif- 

ferent approach. There is one 
type who takes his time about get- 
ting his customer’s signature on 
the dotted line; the other type is 
the so-called high-pressure sales- 
man who tries to force the issue 
by getting his customer’s signature 
on the dotted line. 

The high-pressure type is not to 
be too severely criticized since your 
approach depends upon your cus- 
tomer, circumstances, and the type 
of goods you are selling; in general, 
the salesman who does not use 
high-pressure tactics is the one 
who will be more successful in the 
long run. 


SALESMEN—"NATURAL BORN” 
AND OTHERWISE 


All salesmen are not born sales- 
men. I have known men who never 
sold a thing in their lives and have 
become excellent salesmen. How- 
ever, the saying “‘natural born sales- 
man” has some merit because there 
are some who acquire the art of 
selling more easily than others, and 
this might be called natural. The 
“natural born salesman”? may have 
a little better knowledge of the 
English language, or may be in 
better position to express himself 
to his customer. 

Never let a job get cold once you 
have started it. Working overtime 
at nights, even Sundays, may re- 
sult in getting an order. A real 
salesman does not and cannot have 
regular hours—you should never 
take an order for granted until you 
actually have it signed and in your 
Possession. The old saying that 
“there is always a slip betwixt cup 
and lip” is true in every sense of 
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Characteristics of a 
Good Salesman 


By Al Levinson 


President, the Steelcraft Manufacturing 
Company, Rossmoyne, Ohio 


Here are some pointers that will help improve the relationship 
of any salesman with his customer 


the word when it comes to making 
a sale. I have actually seen an 
order written up by a member of 
the firm and ready to be signed by 
management, and yet between the 
time the order was written and 
before it was signed by manage- 
ment, something had turned up 
which caused the entire order to be 
held up. . 

Sometimes, I think the art of 
selling is a game of bluff. I have 
actually called: on a customer who 
tried to make me feel he was not 
going to buy that day. In fact, he 
is the customer who comes right 





What NOT to Do 


A salesman should not out-talk 
himself. This latter failing is prob- 
ably the cause of more sales being 
lost than anything else. This type 
of salesman may present his product 
in very nice form. He may give his 
customer all the facts pertaining to 
its quality and workmanship and 
probably has his customer 99% sold 
up to the point where it is about to 
be closed; then, instead of closing it, 
he starts to talk some more, and be- 
fore you know it his customer is out 
of the mood of signing. 

His customer’s mind had been dis- 
tracted into some other channels, thus 
preventing the sale being made at 
the particular time. Once a customer 
gets out of the mood for signing the 
contract the salesman has practically 
lost the sale then and there. 

Never state that your product is 
the best in the world. This gives 
your customer the idea that you are 
overstating your product. Right here 
is where he might lose confidence in 
you. Never run down your competi- 
tor’s products; instead, always com- 
pare each and every worthy point of 
your particular product, emphasizing 
the fact that some other products 
don’t have this or that. Never actu- 
ally mention your competitor’s prod- 
uct by name. 





out and says so when you phone 
him for an appointment. His 
words go something like this: “You 
can come over and I will be glad 
to see you but I don’t intend to buy 
today,” . .. when actually he is 
thinking of buying today. 

This particular customer must 
be treated in a somewhat special 
manner. No doubt he meant it 
when he said he wasn’t going to 
buy today, but what he was actu- 
ally thinking was that he is not 
going to buy today unless he has 
the right price. Right there is 
where a good salesman does his act 
to make a sale. He should give 
this customer his very best price 
and endeavor to close the business 
immediately ; it is at this point that 
he either makes or breaks the sale. 


HANDLING THE SALE 


Sometimes you can sell your cus- 
tomer more -than he intended to 
buy. In such cases a salesman must 
use some finesse, as for example, 
where a customer intends to buy 
a small truckload or even an L.C.L. 
quantity of material. By showing 
him the advantage of buying a full 
truckload or carload, he can save 
quite a bit in hauling or freight 
charges. By this method you can 
increase your sale considerably and 
at the same time do your customer 
a favor, since this price differen- 
tial is often sufficient to make him 
a good profit—not just a fair profit. 


One thing to remember in all sell- 
ing is to place strong emphasis on 
something your product has—if it 
has it—that your competitor’s 
doesn’t have. If it doesn’t have 
any such features, you can merely 
stress service and, above all, make 
your customer feel you are taking 
a personal interest in his welfare. 

I am always doubtful of the sales- 
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man who talks too much and too 
long, along social lines. It is my 
belief that a little conversation 
along social lines may be in order, 
but too many times it overshadows 
the job you are working on, and 
is probably more of a detriment 
than a help in making a sale. If 
you do start. up a conversation 
along social lines it is best to dis- 
cuss something in which your cus- 
tomer is particularly interested, 
such as golf, fishing or hunting. 

Customers are never alike. There 
is one kind who sits back and says 
nothing but lets you do all the 
talking. With this type of cus- 
tomer you have to be somewhat 
cagey. Talk only about your prod- 
ucts until you see a faint change 
in his expression which shows that 
he has taken an interest in what 
you are talking about. At this 
particular moment you should drive 
home the salient points regarding 
your product. 

Another type of customer con- 
stantly agrees with everything you 
have to say and does most of the 
talking himself. This type of cus- 
tomer is the hardest to sell be- 
cause he is trying to talk you out 
of a sale. He is thinking all the 
time of trying to let you out easily 





The Salesman's Basic 
Qualifications 


Every salesman should have certain 
qualifications: 


1) He should be loyal to his em- 
ployer. 

2) He must know his products. 

3) He must have a desire to sell. 

4) He must be entirely sold on him- 
self. 

5) ee must have confidence in him- 
self. 

6) He should be neat in appearance 
but not over-dressed. 

7) He should always have sufficient 
literature and catalogs on hand 
to leave with his customer. 

8) He should have patience. 

9) He should be polite. 

10) He should never stray from his 
subject too long. 





and still make himself a good fel- 
low. With this type of customer 
you have to be firm and show him 
that your interest lies only in mak- 
ing a sale and not in doing too 
much talking. You must be polite, 
however, and not offend him, but 
you must definitely bring him 
around to talking on your subject, 
forgetting generalities. 


Never tell your customer some- 
thing you are not sure of yourself, ' 
If he asks you a question about 
your product and you don’t know 
the answer, tell him frankly you 
don’t know, but that you will be 
very glad to get the correct answer 
for him from the factory. You will 
instill more confidence in him and 
he will realize that you are not 
trying to bluff. Once a customer 
feels you are bluffing you have 
practically lost the sale. 

A good time to interview a cus- 
tomer is right after lunch or din- 
ner. Never try to see a customer 
just before quitting time, particu- 
larly if you have to talk to him for 
any length of time. If you should 
happen to be at his office near quit- 
ting time, it is best to postpone 
your discussion by making an ap- 
pointment for the following day; 
better yet, this is an excellent time 
to make an appointment with him 
for dinner or later in the eve- 
ning, if he is unable to be with you 
at dinner. 


In other words, psychology en- 
ters into the art of selling as much 
as anything else, and it is only a 
good salesman who can sense the 
thoughts of the customer and act 
accordingly. 





a 





White River has been supplying satisfied customers for over half a century—and 
will continue to do so for years to come. 


The Douglas Fir and West Coast Hemlock — from our timberlands on the slopes 
of the Cascades is the finest you can find anywhere. Our careful manufacture, 
seasoning and grading assure you the quality lumber your customers demand. 


WHITE RIVER LUMBE 


Branch of Weyerhaeuser Timber Company 
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Cut Handling Costs 


50 Percent 


AREFUL YARD PLANNING leading to more 

efficient methods of storing and handling mate- 
rials have enabled Lumber Supply Co., Port Orchard, 
Wash., to increase its dollar volume five times while 
the population of the trading area was halved by the 
loss of war industries. 


One result of the modernization program completed 
by Manager Allen L. Van Buskirk two years ago has 
been a substantial savings in labor costs due to these 
better storing and handling methods. Mr. Van Buskirk 
and his brother, Warren, can handle the work previ- 
ously done by four men. 


By moving into a new location, the size of the 
Lumber Supply Company’s yard was increased from 
60x60 to 120x150. Lumber can now be unloaded and 
left in one place for delivery where formerly it was 
necessary to shift and repile it. Finished lumber and 
other building materials are stored in the 5,000 square 
feet of covered space designed so that lumber can be 
stored vertically, making for maximum utilization of 
space, easy handling and quick identifications as to 
length. 


The driveway for loading and unloading in the shed 
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New storing and handling methods effect 
substantial savings for Port Orchard (Wash.) 
dealer 















was built 16 feet wide, affording sufficient width for 
storing sheet materials along the sides of the drive- 
way. The hard materials warehouse was built bed- 
level height for the two cab over engine trucks. The 
increased display and storage area has enabled the 
firm to triple its inventory. 

























































































































































NEAT 600-FOOT square display room discloses diversi- 
fied lines. 


ATTRACTIVE EXTERIOR of Lumber Supply Co. draws 
customers, although store is located 100 feet from the 
main highway. 






WAREHOUSE DRIVEWAY is 16 feet wide, permitting 
hardboards to be stored alongside for quick, easy loading. 
Allen L. Van Buskirk, left rear, is store manager, assisted 
by his brother, Warren. 


HARD MATERIALS WAREHOUSE (left) is truck bed 
height for easy loading. 
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ADHESIVES CAN SELL 
Building Materials 


Ease of installation with ad- 
hesives makes it possible for 
amateur to do many remod- 
eling jobs. 


ODERN, MULTI-PURPOSE 
adhesives have earned an im- 
portant place on every lumber deal- 
er’s shelves. They are as impor- 
tant to the amateur, home-owner 
craftsman as they are to the pro- 
fessional building mechanic. 


The past decade, and particularly 
the postwar years, has seen the ad- 
vent of many new and improved 
building materials that can be bet- 
ter, more quickly and easily applied 
with adhesives than with older 
methods such as furring, nailing, 
bolting, or the use of retaining 
moldings. 

The accompanying chart and 
photos show the range of materials 
that can be bonded together in 
home construction and remodeling. 

With the increasing emphasis on 


GLASS BLOCK, tile from floor to ceil- 
ing, and flooring in this kitchen are some 
of building operations that can be done 
easier with adhesives. Mirror was also 
installed with adhesives. 





CHART SHOWS BUILDING PRODUCTS THAT ADHESIVES WILL BOND 


M (Black)—A general utility cement—medium consistency —fast setting, 
plastic 


MT (Black) — Lighter consistency — slower setting —very plastic. 
H (Black) — Heavy —fast setting mastic with strong initial bond. 
P (Black)—A tough, flexible adhesive of paint consistency. 


G (Black) —A special adhesive developed specifically for mirror work. Avail- 
able in 3 consistencies: FG, for brush application; G40, light, and 
G100, heavy 


51B2W (White)—Same os 51B2, except it is pigmented white. 


#90 (White) —Chlorinated and isomerized rubber adhesive—about the 
same consistency as MT—can be used to build up surface. Sets hard like 
Portland cement. 


#110A (White)—Latex emulsion containing resins, casein—soft butter con- 
sistency 


Wood-Glu (White) —A ready-mixed wood glue — polyvinyl acetate emulsion 


Special Adhesives 


51B2 (Light Gray)—A synthetic rubber and resin base—medium trowel 


consistency —slow setting and very flexible. 


Surfaces —> 


Materials 
To Be Bonded Y 


=] Concrete 


Brick, 
Canvas 


Cork @MToM 


Linoleum 

*Marble M 
Mirrors G 
Metal M 
Plastic Sheets (Laminated ) 


v¥Plastics (Rigid) M 


Plywood @MemT 
Slate 
Stone 


H H 
Floor) 


Tile (Ceramic, Wall) Quan | umese 
5182 | 5162 
5 


Wood @MeMT | @MeMT 


@ Indicates choice of adhesives. 


—thin enough for brush application. Designed as replacement for animal 


glue. 


C2MS55 (Transparent)—A solvent type nitrocellulose cement—extremely 


strong bond to porous or impervious surfaces—heavy molasses viscosity. 


=] Marble 


10A 


*PeM *PeM 


KPOMT | kPCHIOA! Ourefiog | kPOMT 


M M M 
G G 


*PeM @MemT 


M e M 
MTe90 90 MTe90 
5 51B2 5 
5 5 


@MeMT | @MeMT Glu 


* Light colored marble should be coated first with 4-Ib. cut of shellac. 


Vv Where transparency is a factor use C2M55. 


Bonding Tips: (1) When a rough surface is bonded to a 


Til 
= + A 
Walliboord 


M 
*%PeMT | xPeMT *%PeMT 


M M M 
G 


@PeIIOA 110A 


M M M 


*PeM 


ud 
M 


*PeM 


% Indicates application of both adhesives listed—using Type P as a primer. 


th, impervious surface—it is better to prime smooth surface with coat of Type P, 





(2) When surface which is to be bonded is sufficiently large to use trowel application—MT may be substituted for M. 


THIS CHART shows the many products in home construction 
remodeling that can be bonded with adhesives. Adhesives open 
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for himself. 


the way for the homeowner to do numerous remodeling jobs 
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homeowners doing their own re- 
modeling, adhesives bring many 
additional jobs within range of the 
amateur’s talents and hence mean 
many more sales for the dealer. 
Decorative panel boards can now 
be glued to cement, plaster or wood 
walls and ceilings. This means the 
home-owner who could not handle 
the job of putting up furring strips 
can now go ahead with many room 
remodeling jobs with relative ease. 

Wood flooring, as well as asphalt 
and linoleum, can now be applied 
to either wood or concrete floors 
with adhesives. 


Adhesives bring many other, 


more complicated jobs within the 
range of the amateur, and at the 
same time cut the costs of time 
consuming jobs for the professional 
builder. 




















IN BATHROOMS 
(left), tile walls as 
well as flooring can 
be attached with 
adhesives. Either 
large scored sheets 
or individual tiles 
can be used. Ad- 
hesives also make 
it possible for the 
homeowner to re- 
model other rooms 
such as the amuse- 
ment room (right). 








Building Products Show 


Cleveland group presents building materials to public 


Key to the belief that the public 
is interested in the facts about 
building materials, the Builders 
Exchange of Cleveland has pre- 
pared a pexmanent display of build- 
ing materials. The display is pre- 
sented under the title HomExpo. 

Manufacturers, prepare displays 
which show their products as they 
are used in house construction. 

Visitors are given a check-list as 
they enter. As they view the vari- 
ous displays they can check those 
for which they would like to re- 
ceive additional information. 

An attendant on duty at all times 
collects the list as the visitors leave. 
Literature is mailed out as re- 











































ANOTHER BOOTH at the Homexpo. 
Here a cross-section of a masonry wall 
shows visitors construction features of 
products illustrated. 


quested, and leads are sent out to 
appropriate dealers. 

HomExpo has adopted the real- 
istic attitude that where-as most 
visitors are future instead of im- 
mediate prospects, the time to edu- 
cate buyers is while they are mak- 








ing up their minds, not afterward. 
The large stream of visitors since 
the show opened in September sub- 
stantiates this view. 


MANY KINDS of ceiling and wall mate- 
rial. can be applied with adhesives. Be- 
cause adhesives will bond many kinds of 
products, it is often possible to eliminate 
the use of furring strips as a nailing base. 





























Believing in the need and value 
of this kind of selling and public 
relations, American Lumberman 
will present from time to time ad- 
ditional photos of displays and in- 
formation on the experiences of 
the project. 






Ceramic, plastic and hardboard 
tiles can be fastened to either new 
or old walls in bathroom and kit- 
chen remodeling jobs. Decorative 
table and counter tops can be ap- 
plied the same way. 





THIS BOOTH at Homexpo, Cleveland, 
illustrates use of wood paneling, and sug- 
gests to show visitors how paneling can 
be used in their own homes. 
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What One Promotion Piece Is 


Here is tangible evidence that AL&BPM’s 
“Guide to Better Living” is helping 
dealers do a better job of merchandising 


G aL VOLUME can be maintained in the off 
seasons by the right type of consistent promotion. 
Proof of this statement is seen in the reports from 
scores of retail dealers who ordered AMERICAN LUM- 
BERMAN’S A Guide to Better Living as a key tool in 
their fall and winter merchandising program. 

The consumer response from the newspaper adver- 
tising which has featured the Guide has been sufficient 
to point up the old merchandising adage, “The sales 
are there, but you’ve got to go after them!” 

Thousands of people are thinking of remodeling, 
building and improving their premises in a dozen dif- 
ferent ways. They’re waiting for someone to show 
them that this job can be done easily with quality ma- 
terials at a reasonable price. Consumer inquiries 
show that the Guide has provided the punch that 
with proper follow-up, will result in increased sales. 

Two dealers in cities of 200,000 population (one 
eastern and one middle western) featured the Guide 
in newspaper display ads. Both ads ran in Sunday 
papers, each including a reply coupon. The middle 
western dealer received 36 replies from his ad within 
two days. The eastern dealer received 28 replies 
within three days following the appearance of his 
first display ad; later 12 more inquiries were received 
to the first ad. 

The eastern dealer ran a series of five ads within 
a two-month period. These ads pulled 125 replies. 
Every one of these replies came from persons defi- 
nitely interested in the services offered by the build- 
ing materials merchant. Curiosity seekers were dis- 
couraged by a 10c mailing charge; this charge, plus 
a 3c stamp for his letter enclosing the Guide coupon, 
meant that the prospect had invested 13c to secure 
information that he wanted. The booklet itself was 
offered free. 

The large display ads by this dealer gave the in- 
quirer a chance to request descriptive literature on 
new kitchens, home insulation, oil heat, new roof, 
combination windows and new home plans. Additional 
checks (see ad) disclosed whether the prospect owned 
his own home or not. The 125 coupons returned in- 
cluded a total of 240 requests for various types of 
literature. Below is the breakdown of inquiries by 
insertions: 

New 

Kitch- Fur- 

ens naces 

9 4 
18 6 
8 10 
16 7 
16 


Combn. 
Win- 
dows 


Roof- 
ing 


Insu- New 


lation 











67 35 21 27 -¢ 19 


The Kelsey & Freeman Lumber Co., Toledo, Ohio 
ran two large display ads, one month apart in the 
building section of the Toledo Sunday Blade. 

“We were surprised to receive more replies from 
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A GUIDE TO BETTER LIVING! 


new 32-page booklet — 
for HOME OWNERS & TIOME PLANNERS 


FREE! 


10c to cover 
mailing costs 


——_ 





JUST OFF THE PRESS... 


full of ideas and profusely illustrated 


@ Decorating tips for a colorful home 

@ Thrifty ideas for home improvement 
@ Ways to protect your home for Winter 
@ How to use waste kitchen space 


@ Plus home hobbies, painting tips, roofing ideas, 
etc., etc... . for page after page 


Send the coupon below for your FREE copy — any 
added folders on specific parts of your home, check 
as noted on the coupon. 


I enclose 10c to 
cover mailing 
costs for your 
free booklet. 


A Guide to Better Living 


ALSO—Send me separate description literature on 


0 New Kitchens 0 Oil Heat O) Combination Windows 
C1) Home Insulation 0 New Roof (1 New Home Plans 
CO I plan to build 
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0 I own my home 
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THIS IS ONE of five newspaper ads which drew 125 inquiries 


for an eastern building products merchant. 


December 31, 1949, AMERICAN LUMBERMAN & 





ro meer 











KNWNVAY 
( * 


RS 





KKK ARAKRAREE. ARRAN KKK AKAN AKAKE SAN SANS TRAN REE N KN NNER MMIII NH HIE NH HEN. 


> On 


¥ indows 


ans 


SS > > > SS ee ee 


“ 


inquiries 


MAN @ 





ing to our Home Planning 
Clinic who is interested in 
remodeling. We consider 
your booklet the best piece 
of promotional material we 
have seen for arousing the 
interest of people who are 
thinking of remodeling. We 
will continue to use it and 
feature it in our newspaper 
ads.”’ 





NEW 
FREE 
tole) (aay 






to Improve Your Home 


32-pages of pictures, ex- 
amples, suggestions — for 
modernizing your kitchen 
or bathroom, a room in 
the attic, a basement 
room, for home decora- 
tion, for planning your 
new home, 


I enclose 10c to cover mailing 
costs for your free booklet, 
“A Guide to Better Living”. 


eee wee wre wee eee eee eses 
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Doing to Boost Winter Sales 


the second ad (45) than the first one,” says Niel T. 
Jones, director of sales promotion and advertising. 
“We intend to write or phone all the people who send 
in coupons, inviting them to call on us for estimates 
on any work they want done. 

“We have placed copies of the Guide in our Planning 
Library and we are giving copies to anyone com- 
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SCORES of inquiries for estimates of new homes and home 
improvements developed from these newspaper ads featuring 
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KELSEY & FREEMAN 
GAVE US. BOQ) WAYS 
ye TO.MAKE OUR 
y ~~ HOME PROVIDE 
BETTER LIVING. 

















































YOURS FREE a teide ie Better baieg 
FOR THE ASKING : Ake: cae : 


INSULATION 


WEATHERTIGHT 
YOUR HOME 


SPACE 
UTILIZATION 


Be sure to send for this helpful booklet 
today! It’s filled from -beginning to end 
with hundreds of useful hints and instruc- 
tions for making your home comfortable 
and beautiful . . . at reasonable costs! 
This offer is good only within a 15-mile 
radius of Toledo . . . write today! 


FREE . 
WRITE FOR IT ~ 
TODAY 

































CHRISTMAS 
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IDEAS i KELSEY & FREEMAN ; 
i Lumber Co. Indiana at Hoag H 
g Please send me your FREE booklet, ‘A 4 
EXT ERIOR § Guide to Better Living.” : 
~ MEEEEED Gccvecieubeunecwnsarcenioesoensoues § 
: PAINTING : PGTOES  neciiccccceveveeescs ipenisepeeastee H 
: Siicuinantunbewsanekys a t 
HOME : Kelsey & ae Se Co. 
" io 
DECORATING : Offer good a within 15-mile radius 4 
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KELSEY & FREEMAN wotnaar tosc 


AMERICAN LUMBERMAN’S special dealer promotion book- 
let, “A Guide to Better Living.” 




















New Wisconsin store designed to make the most of its ideal 


location 


-INVITATION 
TO MOTORISTS 


LOCATED on a heavily-traveled 
highway, Brannum Lumber Com- 
pany’s new store in Racine, Wis., 
made the most of its roadside sit- 
uation by opening the entire length 
and one end of the store with glass 
windows, making its entire display 
space an active showroom. Cut-out 
signs along the exterior of the 


building highlight Brannum’s lead- 
ing products: lumber, plywood, in- 
sulation, wallboards, roofing and 
millwork. With the opening of the 
new display area an active effort 
will be made to step up consumer 
business. Until now, most of the 
Brannum business has been with 
contractors and industrials. 


““VENTO 
STEEL WINDOWS 


Bunozss and home owners both 
appreciate VENTO quality. It’s a line 
of steel casement windows that will 
bring you satisfied customers ... and 
business-building prestige . . . for the 
years to come. 





THE BUILDER likes 

to buy windows that 

are completely 

assembled, ready to 

install . . . that are 

r sturdily constructed 

of heavy section steel to stand rigidly 

in position during construction, and 
finally operate smoothly. 


MOTORISTS can’t miss seeing the latest building materials display when they pass 
Brannum’s. Combination window-floor display shown below is 135 feet long and 10 
feet wide. 


\! 
r 
r 
Tits 


THE HOME OWNER 
likes the moderate 
price and enduring 
beauty of VENTO 
Windows . . . less 
costly than wood 
construction, better in quality than most 
steel windows. Fine quality workman- 
ship down to the smallest detail has 
real significance to the man making a 
“life-time” decision. 


ivF 


TE 


i! 





Other VENTO features are: heavier 
construction than other steel windows 
of comparable price; electrically welded 
throughout; easily installed screening 
or. storm sash; roto hardware, and 
locking device. 


HJALMER HAN. 
Write for SEN, yard manager, 
price list oe demonstrates a gar- 

ad age door, one of 
. " the store’s working 
catalog displays. The door 
. . . today! 


connects the dis- 
VENTO STEEL PRODUCTS CORP. 


play area with the 
millwork ware- 
249 COLORADO AVENUE 
BUFFALO 15, N.Y 


house. Customers 
have pleasant cor- 
ner, at right, to in- 
spect the latest 
manufacturers’ _lit- 
erature. 
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West Coast Lumbermen’s 







they pass 
g and 10 


Association announces a 
brand new movie... 

















ready January, 1950 
The absorbing story of the use of lumber in 
= 16MM home construction—with emphasis on the role 
: Color-sound of the retail lumber dealer. 


20 minutes Fast-paced! Colorful! Informative! 


Profit by showing it to customers and prospects— 
ASK FOR DESCRIPTIVE contractors, builders, schools, clubs, and 
FOLDER. PLAN AHEAD! civic groups in your community. 
USE COUPON BELOW! 


West Coast Lumbermen’s Association 
1410 S.W. Morrison, Room 750 


WEST COAST Portland 5, Oregon 


Please send me free descriptive literature on movie 


L U baal B E R M E N’S ‘*LUMBER FOR HOMES."' 
ASSOCIATION = 





Address 





City. 
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How’s Business With You? 


Here’s what one correspondent found in visiting 42 retail out- 


lets; some characteristics of 
declared business is “good” 


YOUR CORRESPONDENT dur- 
ing the past few weeks has visited 
42 retail paint outlets. Conversa- 
tion usually runs the gamut of 
acceptable subjects, but the ques- 
tion, “How’s business?” sooner or 
later creeps into the conversation. 
This writer in most cases is guilty 
of throwing out the question first. 
It’s done intentionally now because 
of the way the answers fell into 
two very definite categories. 


THE “BUSINESS IS GOOD” ANSWER 


The owner, dealer, manager or 
personnel who said “business is 
good” was exuberant, optimistic, 
busy, full of enthusiasm. In fact, 
the entire personnel actually radi- 
ated optimism, enthusiasm and 
good times generally. They were 
busy! They were full of ideas for 
improving business. They were 
selling—the clerks practiced sug- 
gestive selling. They seemed to be 
happy—and transacting business 
was to them a game to be played 
hard—just to win. Even the cus- 
tomers in their stores seemed to be 
enjoying themselves. Shopping 
seemed to be a pleasure. 

In those Business-is-Good-Stores 
there were other noticeable condi- 
tions. Customers did not stand 
around hoping to be waited on. If 
there was a delay in service their 
presence was acknowledged by the 
sales person. Indeed the customer 
seemed to be appreciated. Courtesy 
and politeness, combined with kind- 


business places where owners 


ness and civility were rampant in 
the Business-is-Good-Stores! Sales 
clerks and personnel were well 
groomed, neat and fresh in appear- 
ance. They registered prosperity 
and good times. Because their 
business was good the owner could 
afford to pay more for service, too. 

In the Busines - is - Good - Stores 
the display windows were clean. 
The glass was clean and bright. 
The merchandise in the windows 
invited purchase. Shelves were well 
filled and orderly. The floors were 
clean, well painted, varnished or 
waxed. The tops of counters were 
clean and orderly. Desk tops in the 
offices were in orderly shape and 
showed prompt handling of corre- 
spondence. Color cards and adver- 
tising features were neat and or- 
derly. The employes seemed to 
take a family interest in keeping 
their working home neat and clean. 

Here is an interesting note—all 
of the dealers visited who felt that 
Business was Good were rated by 
Duns in the high or first column. 

While the writer did not see 
warehouses and storage spaces in 
every instance in those stores 
which rated business as good the 
warehouses and storage spaces 
were known to be orderly, well 
painted, clean and free of litter and 
dust. 

Not much can be said for those 
dealers whose owners or managers 
rated business as bad. The dealers 
who felt that business was bad had 


a good many reasons to feel that 
way. Customers walked out of the 
stores because they were not waited 
on. No help through suggestive 
selling was offered, which would 
enable the customer to get a better 
job. No interest was shown in the 
customer’s problems. The attitude 
seemed to be: give them as nearly 
as possible what they ask for and 
get them out of the store. In fact, 
when customers entered the place 
of business, the attitude was that 
if they ignored them long enough 
they would go away. 

The whole personnel was pessi- 
mistic—enthusiasm could not be 
seen anywhere. There was no in- 
terest shown in their work. Dis- 
plays were disorderly, if there 
were any displays at all. The dis- 
play windows looked like they had 
been slept in the night before. 
Generally, their places of business 
were gloomy. They left you with 
a feeling that it was going to rain 
in the next few minutes. 

An analysis of the 42 dealers 
visited leads us to believe that a 
lot of business condition reports 
are based on the way management 
and employes conduct business. A 
lot of how we feel about business is 
mental. Sure, we will have busi- 
ness cycles—we always have. We 
will have tough weeks—we will 
have good weeks; but whether or 
not business is good is dependent 
upon what we are doing daily, re- 
gardless of business cycles. HOW’S 
BUSINESS WITH YOU? 






































The above letter received by Gen. 
Joseph F. Battley, president, Na- 
tional Paint, Varnish and Lacquer 
Association, Inc., impressed him 80 
much, that with the writer’s per- 
mission he is releasing it for gen 
eral publication. 














SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 





SELLING THE PRODUCTS OP 


*THE McCLOUD RIVER LUMBER 
COMPANY , 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 


Bend, Oregon 


"Member of the Western Pine Associa- 
tion, Portland, Oregon. : 





SHEVUN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 
MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 











CF ue Fe Werdoeek 


NEW YORK CHICAGO SAN FRANCISCO 
1604 Graybar Bidg. 1863 LaSalle-Wacker Bidg. 1030 Monadnock Bidg. 
Lexington 2-9117 Telephone CEntral 6-9182 Exbrook 2-7041 








SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 











—— 
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would Profitable Grain Storage is on the Farm 
| better g o Permanent storage at low cost per 
in the SEAT THE bushel first year and 20 years later. IT’S CHEAPER 
ttitude MOISTURE be: TO BUILD 
PROBLEM CRIBS THAN 
nearly WITH GOOD TO LOSE 
‘or and CRIBS. CORN 
in fact, 
e place 
The sk ight is f A a 
as that 7 double corm crib 28 32 closed with sliding doors 
/ ° —10. Cri 8 ft. wide provides a quick or tem- 
enough lowa dealers circular shows and eines 10 ft. — porary shelter for many 
Length can be as required. = f i" = ae be isa pee — 
a ildi i i 
; pessi- fa rmers how to get more ia thie plan. The Sain SS year-round corn erage » 
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ger storage program, Denniston & rain torage ai 0 OS pe usne 
ho wae Partridge Co., with headquarters Not storage for one year but a place 
in Newton, la., made a big direct for storage for years and years. 
mailing emphasizing grain stor- 
dealers age farm buildin Ss This sturdy crib can be built in short time at a very 
that a ag 8: : moderate cost per bu. and located close to where feeding 
' One four-page illustrated folder is done to save labor moving grain. 2 x 6 studding, 2 x 8 
reports went to 11,000 prospects in rural joists all best grade. Best grade galvanized steel roof. 
agement e Plan to build one or more of these cribs for the surplus 
ness A and small-town areas. The second corn. Specifications qualify for government sealing. 
eee circular with front and back covers D & P Plan No. 26 
halk devoted to farm buildings and the Single corn crib 8 x 32-10 
We inside pages to insulation, remodel- Capacity 1000 bushels 
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: ing and repair, went to 15,000 
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: k a “ . 2 ¢ glad to figure a machige 
aily, nl Six different buildings were ad- shed suitable for your re- The sketch at right suggests an arrangement for a machine 
HOW S vertised in one folder including quirements. shed to be built this year for grain storage The sketch is in- 
4 z tended to show an ample sized work shop on one end that 1s 
several corn crib designs, a ma- provided with an overhead door to allow driving the tractor 
chine shed and a portable utility pie, Saag hee Guu snilig. tle Sie cae: 
building. Each plan is illustrated Housed machinery lasts longer, works better, requires fewer 
and numbered M ater i a ] s are repairs, and saves valuable time in the busy seasons 
; by Gen. = - 
? specified, capacity defined and uses 
ent, Na- . : : 
explained by sales-impelling copy 
Lacquer ; ’ 
. which plays up money-making 
d ——- labor-saving features. 
ers peér- 
or gen F rr . P 
for g SELLING COPY, attractively illustrated, 
aroused interest in the mailing pieces sent © 
out to over 15,000 prospects by Denniston 
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& Partridge Co., Iowa. 
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a Al Clements Diunber Co. 
“Kiln Dried” 

7 Industrial & Housing Materials 5~@ 

de EUGENE, OREGON: P.O. BOX 908- PHONE 5-3317 - TELETYPE EG 49 
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SEND FOR THESE: 


Dargan Lumber Goes Around the 
Clock is an interesting brochure pre- 
senting a highlighted view of the 
company’s stock and facilities. Suc- 
cessor to the former Ingram-Dargan 
Lumber Co., the present firm is 
headed by E. Ervin Dargan, general 
manager, and a group of experienced 
co-workers all identified with the 
former concern. The Dargan com- 
pany is prepared to ship on short 
notice practically any requirement for 
Southern Pine shed stock. Products 
manufactured are finish ceiling sid- 
ing, board moldings, and flooring .. . 
pine, with limited quantities oak, 
maple and gum. The company wel- 
comes inquiries for southern yellow 
pine and hardwood lumber. Write 
Dargan Lumber Manufacturing Co., 
Dept. AL, P. O. Box 406, Conway, 
S. C. 


Properties of Revere Aluminum Al- 
loys, a new folder, contains a con- 
densed, but comprehensive chart 
which gives the properties of most of 
the aluminum alloys available in the 
form of wrought products. Tables on 
the chart show tensile strength, yield 
strength, elongation, shear strength, 
endurance limit, hardness, density, 
melting range, modulus of elasticity, 
electrical conductivity, thermal con- 
ductivity, coefficient of thermal ex- 
pansion, approximate modulus of rig- 
idity, and Poisson’s ratio for Revere 
Aluminum Alloys in the various tem- 
pers in which they are supplied. Also 
included are product forms such as 
extruded shapes, tubes, coiled sheet 
and alloys available for these forms. 
Write Revere Copper and Brass In- 
corporated, Dept. AL, 230 Park Ave., 
New York 17, N. Y. 


Building Products Dealer Catalog— 
The Celotex Corporation has just re- 
leased an important new type of mer- 
chandising help for the retail lum- 
ber dealer—a combined Sales Manual 
—Product Catalog—Retail Price List. 
This new multi-purpose book is the 
result of a series of discussions be- 
tween Celotex Management and a 
number of dealers and industry lead- 
ers. As sales training equipment and 
as a point-of-sale aid, the Celotex 
book is a splendid tool. On each 
product page is practically all the 
information needed to do a real sell- 
ing job at the point of sale—descrip- 
tion—picture of product—uses—ad- 
vantages (selling points)—data on 
sizes, colors, packaging, etc.—appli- 
cation instructions—retail price—and 


36 





list of related items to help sell the 
whole package at one time. For 
copies of this 40-page manual write 
The Celotex Corporation, Dept. AL, 
120 S. LaSalle St., Chicago 3, Ill. 


Fiberglas Thermal Insulations, is a 
new, 16-page booklet describing all 
forms of Fiberglas thermal insula- 
tions for industrial and building ap- 
plications. Data on thermal conduc- 
tivity and sound absorption proper- 
ties are included. The booklet is illus- 
trated with numerous application 
photographs. Copies may be obti ned 
from Owens-Corning Fiberglas Cor- 
poration, Dept. AL, Toledo 1, Ohio. 

Electric drill kits, illustrated in a 
new four-page catalog, combine the 
manufacturer’s No. 1950-Zephyr 
model portable-electrice drill with vari- 
ous assortments of accessories to be 
used with the drill for buffing, clean- 
ing, polishing, sanding, tool grinding 
and other operations. The catalog 
gives prices on nine models and also 
description and prices for 15 different 
accessories. Write Portable Electric 
Tools, Inc., Dept. AL, 320 W. 83rd St., 
Chicago 20, Ill. 


How to operate gas trucks safely 
and with a minimum of wear to mov- 
ing parts is told in a two-color, four 
page bulletin which is divided into 
four sections. Section I, on engine 
starting, contains five hints; Section 
II, on starting the truck, contains six 
hints; Section III, on running the 
trucks, five hints; and Section IV, on 
caution, 10 hints. In addition to being 
helpful when distributed to materials 
handling personnel, the bulletin is 
also of value in training courses. 
Major points discussed in such courses 
are summarized and illustrated in a 
manner which highlights the essen- 
tials of correct truck operation in a 
minimum of space. For copies of 
Bulletin P1170 write The Philadelphia 
Division of The Yale & Towne Man- 
ufacturing Company, Dept. AL, 
Roosevelt & Haldeman Ave., Phila- 
delphia 15, Pa. 


The Calder Sturdy “Wedge-Tight” 
Overhead Sectional Garage Door is 
shown in a new folder just off the 
press. The “Wedge- Tight” track 
tapers away from the casing. Raised 
hinges close door tightly all around, 
but door runs free and clear of casing 
when in motion. Door is raised and 
lowered with a touch of the finger and 
closes tightly without forcing. Size 
of door is 8 by 7 feet. For copy of 
descriptive folder write Calder Manu- 
facturing Company, Dept. AL, Lan- 
caster, Pa, 


“Spred Satin", Glidden's 
Newest Interior Paint 


Spred Satin, Glidden Company's 
newest interior paint, is particu- 
larly adaptable for home decorating 
in winter since it dries in 20 min- 
utes and leaves no offensive odors; 
there also is no fire hazard result- 
ing from painting in a closed room, 
according to a statement by A. D, 
Duncan, the company’s vice-presi- 
dent. First introduced last spring, 
Spred Satin is described as a revo- 
lutionary interior paint made from 
ingredients similar to those used 
in synthetic rubber. As it dries, it 
knits itself smoothly over the sur- 


face. It is guaranteed to be wash- 
able. Glidden’s president, Dwight 
P. Joyce, has taken a _ keen in- 
terest in Spred Satin and twice has 
helped stimulate consumer interest 
by leading top company officials 
into retail stores to make demon- 
strations and answer purchasers’ 
questions. Shown here Mr. Joyce 
is making a demonstration to cus- 
tomers in a major Cleveland de- 
partment store. By spring the 
company expects to have approxi- 
mately 30,000 Spred Satin outlets 
throughout the country. Write 
The Glidden Company, Dept. AL 
129, 11001 Madison Ave., Cleve- 
land 2, Ohio. 


New Rol-Away Trucks 
Lighten Handling Jobs 
Four-wheel, one-man _ operated 
truck models are designed for easy 
handling without lifting of hard- 
to-manage large surface materials 
such as plywood, building board, 
doors, sheet metal, sheet glass and 
other sheet materials. Two-wheel 
Rol-Away hand-trucks are also 
available for handling bag materi- 
als such as cement, plaster, etc. 
kegs of nails, drums of paint or 


December 31, 1949, AMERICAN LUMBERMAN & 








npany’s 
yarticu- 
orating 
20 min- 
odors; 
result- 
d room, 
y A. D, 
e-presi- 
spring, 
a revo- 
de from 
se used 
dries, it 
the sur- 


9e wash- 
Dwight 
keen in- 
wice has 
interest 
officials 
» demon- 
rchasers’ 
Ir. Joyce 
n to cus- 
land de- 
ring the 
approxi- 
n outlets 

Write 
Yept. AL 
., Cleve- 


operated 
for easy 
of hard- 
materials 
ig board, 
glass and 
‘wo-wheel 
are also 
g materi- 
ster, etc. 
paint or 


ERMAN @ 





KILN 
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for WESTERN 


woobDs 


IDAHO WHITE PINE 
PONDEROSA PINE 
ENGELMANN SPRUCE 
INLAND RED CEDAR 
FIR AND LARCH 


% MOULDINGS 

%& FRAMES 

% CUT STOCK 

% CUT-TO-LENGTH 
TRIMS 


— Sales Office — 
449 Peyton Building 
P. O. Box 1290 
Telephone MAdison 0121 
SPOKANE, WASHINGTON 


Pack River Lumber Co., Sandpoint, Idaho 
Representing | Northwest Timber Co., Gibbs, Idaho 
Thompson Falls Lumber Co., Thompson Falls, Mont. 











Packaged Trim 
Inside Door Jambs 


Standard Lineal 
Mouldings 






























































Through modern remanufacturing plants located in the heart of the 
Ponderosa Pine region, Firpine is set-up to really give you service on 
millwork, mouldings, furniture dimensions and high grade lumber spe- 
cialties. 


Firpine also manufactures Ponderosa Pine lumber and wholesales all 
species of Western Woods—lumber, millwork, mouldings, cut stock and 
specialty items. 


Consult us on your needs in Western Woods. 
a OUR MOTTO: “If It’s Made of Wood, We Sell It.” 


Propucts COMPANY 
525 CORBETT BUILDING—-PORTLAND 4, OREGON 


R. A. Holmes 
C. F. Mimnaugh 
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white lead, bundles of shingles and 
similar materials. The new Rol- 
Away trucks are time and labor- 
savers in any retailer’s or whole- 
saler’s warehouse or store. For 
descriptive folder and price list, 
write Honeyman Mfg. Co., Dept. 
AL, 1217 N. W. Everett St., Port- 
land 9, Ore. 


New Wood and Marble 
Marlite Patterns 


Marsh Wall Products, Inc., man- 
ufacturers of well-known Marlite 
plastic-finished wall and ceiling 
panels, has started production of 
10 new Wood and Marble Marlite 
patterns. Five of the new Mar- 
lite patterns reproduce the beau- 
tiful grain and finish of selected 
fine wood—Quartered Prima Vera 
(harewood gray or natural), Plain 
Walnut, Rift Oak and Striped Ma- 
hogany. Wood pattern panel sizes 
are 48” x 72” and 48” x 96” with 
the grain in the direction of the 
second dimension. The new Marble 
patterns, reproductions of rare 
imported marbles, are Rose de 
Brignoles, Jaune Penou, Black and 
Gold, Skyros and Verdi Antique. 
The large, convenient panels come 
in 32” x 48” and 96” x 48” sizes, 
with grains running in the direc- 


tion of the second dimensions. 
Marsh is also producing moldings 
in aluminum alloy, presdwood and 
plastic to go with the new panels. 
Dealers will be supplied with a 
complete packaged program to 
help boost sales. For descriptive 
literature on the new Marlite 
Wood and Marble patterns, write 
Marsh Wall Products, Inc., Dept. 
AL, Dover, Ohio. 


Goldblatt Announces 
Complete Line of Trowels 


The Goldblatt Tool Company of 
Kansas City announces that its 
factory is again producing the 
most complete line of forged and 
flexible ground steel, brick, point- 
ing, margin, gauging, pipe and tile- 
setters trowels. These trowels are 
reported by the manufacturer to 
be of the finest forged construction 
and ground to the most exacting 
degree of flexibility. A fully de- 
scriptive catalog is available which 
also includes hundreds of other 
masonry tools. The name of Gold- 
blatt has been associated with the 
masonry tool industry for 65 years. 
For copies of their catalog write 
Goldblatt Tool Co., Dept. AL, 
1924 Walnut St., Kansas City 8, 
Mo. 


Log Cabin Fungicide Seal and 
Log Cabin Finish 

Log Cabin Fungicide Seal intro- 
duced by Boydell Bros., has been 
so formulated as to eliminate dry 
rot, termites, mildewing, all fungi 
and bacteria growth. It will stop 
blacking and decaying. Log Cabin 
Finish, a rich varnish finish for 
the preservation of natural logs, is 





Makes Pickets 
at Low Cost 


Points 200 to 250 154"' to 354"" width pickets per hour 
with planef-smooth finish, No sanding required. 
Adjusts to cut any degree of sharpness or bluntness 
of picket point. Light enough to carry to stock pile 
—wt. only 38 Ibs.—yet strong and durable enough for 
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SCHUBERT 


Picket Cutter 





operate. 


year after year use. 24" high. Hand operated. 30" 
long handle provides easy leverage. Anyone can 
Enables you to utilize odds and ends of 
lumber profitably. Seven day delivery. Send today 
for literature. 


Net price $47.50 f.o.b. Wilmette, Illinois. (Where state sales tax applies, add tax.) 


: H. A. SCHUBERT fo Machinists 


ATOM INECI ebb akon aes ea. 44-e 


Wilmette, Illinois 





TRADE MARK 


REGISTERED 





PONDEROSA PINE .« WHITE FIR « INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


CALIFORNIA 
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equally effective for any wood sur- 
face exposed to outside weather 
ecouditions. Its long oil content, 
according to the manufacturer, will 
allow for extreme changes in tem- 
perature so no cracking or chipping 
is possible; its high gloss brings 
out the highlights of the natural 
grain and enhances the richness of 
the finish. Write Boydell Bros. 
Company, Dept. AL, 432 E. Lafay- 
ette Ave., Detroit, Mich. 


Factory Finished 
"“Blendwood Blocks" 

Factory finished blocks contain- 
ing pecan, elm, beech, sycamore and 
hackberry in standard 25/32” thick- 
ness are now available from E. L. 








Bruce Co. 
called Blendwood Blocks. The grade 
is comparable to No. 1 Common & 
3etter and the price is substantial- 
ly under that of the lowest priced 


This new product is 


conventional oak blocks. Intended 
for laying in mastic the blocks are 
manufactured with two metal 
splines inserted in the back, with 
opposing tongues and grooves on 
the edges. The appearance of the 
installed floor is very attractive 
with an interesting contrast of 
light and dark colored wood. These 
blocks are available prefinished 
only. Write E. L. Bruce Co., Dept. 
AL, Memphis 1,. Tenn. 


"Simplified Physics 
of Thermal Insulation" 

Replete with facts about heat 
transfer, vapor and vapor flow, con- 
densation radiant heating, and 
other information pertinent to the 
subject of insulation and insulation 
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values, the new edition of Simplified 
Physics of Thermal Insulation, 
completely revised, generously il- 
lustrated, and expanded to 44 in- 
formation crammed pages, is just 
off the press. Alexander Schwartz, 
the author, who is president of 
Infra Insulation, Inc., has gained 
a reputation not only for his knowl- 
edge of the subject, but for his 
ability in graphic yet simple pres- 
entation. The topics include heat 
and vapor transfer; conduction and 
density; convection; radiation and 
emissivity; rejection, reflection, 


‘and absorption; permeability vapor 


and vapor barriers; humidity; con- 
densation and radiant heating. The 
booklet is profusely illustrated with 
photographs, charts and diagrams. 
The Infra “Chart of Thermal In- 
sulation Values” contains specially 
compiled data on k, C, R, and U 
factors of all insulations, of all 
thicknesses, and their densities, 
weights and cubic contents. A com- 
plete list of sources is appended. 
Copies will be sent without charge 
to anyone interested who writes 
Infra Insulation, Inc., Dept. AL, 10 
Murray St., New York 7, N. Y., 
and mentions this publication. 





Here is NEWS -- 


to Revolutionize Door Closing 
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"A" and "B" hydraulic door checks. 


are self-lubricated for long life. 


parts are fully guaranteed for one year. 





New DYNAMATIC SILENT-CLOSE DOOR pe replaces 
It's small! 
It's designed for use on heavy interior doors up to 2 in. thick 
x 3 ft. 8 in. wide x 7 ft. high—and storm and screen doors. 
The specially designed pressure regulator eliminates all slamming. 
It smoothly and quietly controls door closing. 

Precision engineered and built for home and industrial use. No 
complicated adjustment is necessary—powerful spring energizer 
is factory-loaded. No lubrication is necessary—all moving parts 
No maintenance and upkeep. 
Just one easy adjustment when installed. And all mechanical 


A Few Franchises Still Open 
Write Today for Full Information 


NEW ENGLAND MANUFACTURING & SUPPLY CORP. 


New Haven, Conn. 








It's strong! Nationally 


Advertised 


Retail Price 


$6.95 


Including Special 
Mounting Bracket 


F.O.B. 
New Haven, 
Conn. 
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“Hi-Speed Saws" 


Hi-Speed Saws—portable electric 
circular saws—are available in 
three sizes; and their use is not 
limited to wood. Blades are also 
available for cutting through nails, 
copper, brass, bronze, lead, tile, 
glass, brick, clay products, con- 
crete, marble, flagstone, asbestos, 
cement products and Celotex. All 
sizes have Helical gears that per- 


mit high blade speeds without re- 
quiring frequent application of 
special lubricants. Depth of cut 
is easily adjusted from zero cut to 
full capacity. Angle of cut is ad- 
justable from 35° to straight 90° 
cut. Automatic telescoping safety 
guard turns on ball bearings as do 
all other rotating parts. For de- 


scriptive Bulletin 3000, write Chi- . 


cago Pneumatic Tool Company, 
Dept. AL, 6 East 44th St., New 
York 17, N. Y. 


The Gray Automatic 
Window Lock 


The Gray automatic window lock 
is self-locking, burglar-proof, inex- 
pensive. It is said to be impossible 
to open or raise windows from the 
outside equipped with Gray auto- 
matic locks. Safety from intrusion 
is assured regardless of the posi- 
tion of the window (open or closed) 
because Gray automatic locking 
windows can be adjusted only from 
the inside. The windows are al- 
ways locked; even when raised they 
are in locked position. A multi- 
purpose window lock, the Gray 
automatic is designed to operate 
as a combination lock and sash 
balancer on any standard 28” win- 
dow and as an automatic lock on 
any size window. The lock is in- 


40 


serted flush into the sash. Write 
Gray Automatic Lock Co., Ince., 
Dept. AL, Mitchell, S. D. 
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Walton Humidifier 


This new humidifier evaporates 
approximately three gallons of 
water per hour. Electrical con- 
sumption is approximately 230 
watts, and, as with other Walton 
equipment, all that is needed is 
connection to a city water supply 
and electric current. Elimination 
of compressors, expensive air or 
drain piping, and duct work, is an 
important feature of the equip- 
ment. Units may be used in mul- 
tiple to provide uniform, controlled 
humidity conditions in an _ en- 
closure, or are suitable for spot 
humidification, or for boosting the 
humidity obtainable from existing 
systems of any type. Write Wal- 
ton Laboratories, Dept. AL, Irving- 
ton 11, N. J. 
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“It's-A-Daisy" Auxiliary Heater 

Taking its name from the daisy 
pattern which distinguishes the top 
louver openings, a new auxiliary 
gas heater has been introduced 
by Western Stove Company, Ine. 
Weighing less than 4 lIbs., the 
heater occupies only 6% by 6% 
inches of space. Two extra orifice 
plugs are included in the indi- 
vidual carton in which it is packed 
besides the one installed on the 


é Ne ou 
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heater, so that it can be used with 
manufactured, natural, or bottled 
L.P. gas. For use in kitchens, 
bathrooms, garages, trailers, boats, 
stores and factories. Write West- 
ern Stove Company, Inc., Dept. 
AL&BPM, Culver City, Calif. 


Door Control for Heavy Interior, 
Storm, or Screen Doors 


The Dynamatic door control, 
with a specially designed pressure 
regulator chamber, smoothly con- 
trols door closing without any 
slamming. The manufacturer re- 
ports the new type plunger mechan- 
ism assures positive, precision ac- 
tion. It has a torsion spring ener- 
gizer in the streamlined housing 
for mounting on inside face of door 
instead of door jamb. An automatic 
pressure relief port eliminates 
manual or wind pressure slamming 
and automatically checks draft 
pressure or back swinging—allows 
a silent closing at all times. Pre 
cision engineered and built so that 
it is strong yet compact enough for 
both industrial and home use, this 
door control can be used on heavy 
interior doors as well as storm and 
screen doors. Installation is sim- 
ple. No ratchet wrenches or other 
tools are required. No lubrication 
is necessary. Write for descriptive 
folder, New England Manufactur- 
ing & Supply Corp., Dept. AL, 4 
Church St., New Haven, Conn. 
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New Display Rack 
for Lumite Screen 

The new Lumite 1950 all-metal 
display rack, developed for the 
woven saran screening, is now 
available to dealers throughout the 
country. Providing four essential 
purposes of displaying, dispensing, 
measuring and cutting, which serve 
the screen dealer with the maxi- 
mum of convenience and in the 


minimum of space, the new screen 
rack holds six. rolls of the Lumite 


screening for operation and six 
rolls on the bottom shelves for stor- 
age. Equipped with a Federal-ap- 
proved measuring gauge, the rack 
is said to be a “complete screen 
department in one compact unit.” 
Across the top, painted in black, 
are the words, “Lumite Saran In- 
sect Screening.” On the left panel 
is the Good Housekeeping Seal of 
Guarantee, under which are listed 
the outstanding features of the 
screen’s “rustproof, stainproof and 
longer-lasting” qualities. Printed 
folders on the other advantages of 
Lumite saran screening are dis- 
tributed in a holder under the let- 
tering. The saran screening is 
listed in sizes of 24’, 26’, 28”, 20”, 
32”, 36”, 42” and 48”, 100-foot 
rolls. Write Lumite Division, 
Chicopee Manufacturing Corp., 
Dept. AL, 47 Worth St., New York 
13, N. Y. 


Special Short-Turn Models 
of Electric Fork Trucks 


For increased maneuverability 
and faster handling of materials 
in confined storage areas, the Clark 
Equipment Company is offering 
special short-turn models of its elec- 
tric battery-powered Clipper, Car- 


loader and Utilitruc featuring re- 
duced turning radii. Standard 
models remain unchanged. Rede- 
sign of the trucks’ battery com- 
partments and counterweights to 
provide angled corners has reduced 
the turning radii by 614” on the 
2,000-pound truck, 614”, on the 
4,000-pound truck and 6” on the 
7,000-pound truck. Write Clark 
Equipment Company, Dept. AL, In- 
dustrial Truck Division, Battle 


Creek, Mich. 








Season's Greetings 


for the New Year 
from your supplier 
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W. R. BRAUND CO. 


214 Wabeek Bldg. 
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TWX Birmingham, Mich. 500 
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BIRCH DOOR PANELS 
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HERE’S A REAL 


SALES BOOSTER 


FOR YOUR STORE 


Giving a_ step-by-step, 
practical method for customers to fix their 
own broken window panes, our new Penn- 
vernon Window Glass folder, entitled “How 
to fix broken windows yourself,” can get a 
lot of window glass business for you. It’s 
equally effective as a “give-away” piece and 
as an envelope stuffer. 
Pennvernon is window glass at its best. And 
by enumerating the various other supplies 
needed in glazing — such as putty, glazing 
points and paint — this folder can be the 
means of getting a sizable amount of busi- 
ness on these supplies too. 


Get your supply of this free folder from your 
local Pittsburgh Plate Glass Company branch 
or jobber—right now! 


Pennver ion 


GLASS - 


PITTSBURGH 


easily understood, 


It emphasizes that 







Pennuernon 
Window Grass 





CHEMICALS - BRUSHES + PLASTICS 


PLATE GLASS COMPANY 
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Baker Hustler Meets Wide 
Variety of Applications 


The Baker Hustler, Type PB 
2000 lb. platform truck can be 
adapted to special transporting ap- 
plications as well as_ less-than- 
carload freight handling and other 
material handling tasks. Designed 
for economical service in the de- 


livery of miscellaneous materials, 
this lightweight truck is equally 
versatile for such applications as 
welding wagon, plant maintenance 
truck, personnel car, millwright 
utility truck, pipefitter’s bench, 
electrician’s service car, and as a 
package wagon in warehouses, de- 
partment stores, wholesale hard- 
ware establishments, etc. The 


Baker Hustler, which has an over- 
all length of 104%4 inches, is a 
battery operated truck with the 
battery box located to one side of 


the platform to permit the carry- 
ing of long loads on the opposite 
side. Write The Baker-Raulang 
Company, Dept. AL, 1250 West 
80th St., Cleveland 2, Ohio. 


Combination Lighting-Merchan- 
dising-Advertising Fixture 


A new type fluorescent lighting 
fixture, designed for use in creat- 
ing merchandise displays and 
point-of-purchase advertising as 
well as for general illumination in 
retail stores, is introduced under 
the trade-name Val-Lite. This new 
combination lighting - merchandis- 
ing-advertising fixture is available 
in standard models having two or 
four 40 watt fluorescent lamps for 
single or multiple unit continuous 
strip lighting applications. 

Val-Lite letters, for advertising 





or department identification, are 
six inches high and finished in 
bright contrasting Chinese red for 
high visibility. Other features in- 
clude two-piece construction of 
welded 20 gauge sheet steel with 
detachable reflector bolted to chas- 
sis. All reflecting surfaces, lower 
lamp shields and exterior surfaces 
are finished in infra-red oven baked 
white enamel. Two heavy gauge 
sheet steel mounting brackets are 
furnished with each fixture to pro- 
vide support for single or con- 
tinuous line installations by pipe or 
chandelier method of suspension. 
Write Kent-Moore Organization, 
Inc., Dept. AL, Lighting Division, 
General Motors Building, Detroit 
2, Mich. 


New Universally Adjustable 
Swivel Socket 


Swivelite, a new type of swivel 
socket, screws into any fixed ceil- 
ing socket to make it universally 
adjustable in any direction. Double 
universal ball joints inside the 


socket provide flexibility in a 360° 
horizontal and 180° vertical range. 
By cradling these joints under con- 
stant spring tension the unit is 
said to glide to any position de- 
sired merely by gentle hand place- 
ment, and to stay put at any angle 
without the use of set screws or 
wing nuts, and regardless of wear, 
vibration, number or adjustments 
or weight of bulbs used. Write 
Amplex Corporation, Dept. AL, 111 
Water St., Brooklyn 1, N. Y. 


Duplex Convenience Outlet; 
Shock and Short-Proof Plug Cap 


The “UL” approved Duplex Con- 
venience Outlet—“T” Slotted, is 
sturdily constructed to assure 
trouble free service. Important 
features are: contacts—.032 H-H 
commercial bronze; brass binder 
screws—size 8-32 will take up to 
No. 10 wire; double contacts of 
.032 H-H commercial bronze; elec- 
trical grade vulcanized fibre back 
plate; aluminum alloy strap; “T” 
slots. New development in the 
Shock and Short Proof Attach- 
ment Plug Cap, also shown in 
photograph, eliminates the danger 


of a short circuit between the 
stripped wires of the terminals, 
Three strain relief grips in each 
wire channel grip the wire insula- 
tion preventing terminal strain 
when the plug is removed from 
the convenience outlet by pulling 
on the cord. Sides are knurled to 
allow a firm grip on the plug when 
inserting or withdrawing from 
convenience outlet. Write Geo. A. 
Kushman Co., Dept. AL, 428 13th 
St., Oakland 12, Calif. 


"22" Series National 
Gas Boiler 


A new line of gas boilers known 
as the “22” Series National Gas 
Boiler is now being marketed for 
small residential heating installa- 
tions. Designed exclusively for gas 
firing, the new series is available 
in six sizes having net ratings rang- 
ing between 110 and 390 sq. ft. of 
steam radiation or 175 and 625 sq. 
ft. of hot water radiation. A mod- 
ern styled steel jacket completely 
encloses the boiler sections, all con- 
trols and the draft diverter. The 
jacket is finished in French Gray 
crinkle-texture baked enamel and 
the top and all four sides are pro- 
tected against heat loss by heavy 
asbestos air-cell insulation. Write 
The National Radiator Company, 
Dept. AL&BPM, Johnstown, Pa. 
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1 eg SY easier SALES ond | 
BETTER PROFITS 


PLYTEX is the new plywood paneling 

with sculptured beauty that is winning 
| nationwide acclaim from builders and 

decorators. Dealers report faster and 
| easier sales. 


PLYTEX is available now in !/4" Fir in 
standard sizes in interior and exterior 
grades. Redwood PLYTEX available in 
V/,"" 4' x 8° panels. Send for FREE sam- 
ples, prices, and details of the profit 
building sales program. 


Write or Call Your Nearest 


PLYTEX DISTRIBUTOR 


Aetna Plywood & Veneer Davis Plywood Corp. Krauss Bros. Lbr. Co. 
Co. Cleveland 11, Ohio Tampa |, Fla. 
Chicago 22, Ill. Columbus 15, Ohio 
Grand Rapids 4, Mich. Toledo 2, Ohio 
Rockford, III. Rochester 7, N. Y. 
ladenagerte 21. tad. J. E. Elrod Lumber Co. 
Charlotte, N. C. 


Milwaukee Plywood Co. 
Milwaukee 4, Wisc. 


Bass & Co., I 


ne. 

ea Florida Plywood Service 
Binswanger & Co., Inc. Miami, Fla. 

Richmond 21, Va. 


Central Bidg. Supply tne. 
Baltimore 2, Md. 


McEwen Lumber Co. 
High Point, N. C. 
Richmond, Va. 
Tampa, Fla. 


Florida-Southern Plywood pPpjunkett-Webster 
orp. umber Co., Inc. 
Jacksonville, Fla. New York 54, N. Y. 


Dalton-Bundy Lbr. Co. Gulf States Plywood Co. Sash & Door & Glass Co. 
Norfolk 1, Va. New Orleans 13, La. Richmond 24, Va. 


Diamond Hill Plywood Co. Hal Keely Plywood Co. Winde-McCormick Lbr. 
Darlington, S. C. Pittsburgh 3, Pa. Cc 


Knoxville, Tenn. 


0. 
Charlestown, Mass. 


| O) Molo @27.0,t ne ow ee f seygely 


Buy direct from a mill that has the timber and produc- 
tion facilities to fill your orders promptly. 


W. T. Smith Lumber Company is proud of having com- 
pleted another year—the 65th—of supplying retailers and 
industry with quality yellow pine, oak flooring, cypress, 
and hardwoods. You, too, can hitch your wagon to such a 
permanent star! Place your order today. 


Mixed Car Service — Oak Flooring and Yellow Pine 


Hallett Mfg. Co., Selective cutting Assures Permanent Supply 


Mobile 2, Ala. 


Huttig Sash & Door C 
Miami 37, Fla. 


3; known 
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U. S. Plywood Corp. 
Detroit 9, Mich. 


Wholesale Dist. Co. 
Moline, III. 


PLYTEX CORPORATION 


1440 Willow Street 12557 Berea Road 
Chicago, Ill. Cleveland, Ohio 


Dixie Plywood Co. 
Atlanta, Ga. 
Miami, Fla. 
Savannah, Ga. 





Good Territories 
Are Still Open 





YELLOW PINE AND HARDWOODS CHAPMAN, ALABAMA 











Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 





Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 


RAINY LAKE LUMBER CO. Ltd. 
Sales Offite: 
2020 Chicago Title & Trust ii” ed | Loy Vc] ey am | & 
= Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 
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New 50-Bushel Rotary Hog 
Feeder with Rollermatic Bearing 


From Hawkeye Steel Products, 
Inc., comes news of a new 50-bushel 
version of the Pride of the Farm 
rotary hog feeder with a patented 
rollermatic bearing which permits 
it to operate as easily as a 5-bushel 
unit. The 50-bushel model differs 
basically from the conventional ro- 


taries in that the inner feed distri- 
bution cone and not the feed hop- 
per is turned by the animals. The 
Pride of the Farm 50-bushel feeder 
is 50 inches in diameter and stands 
approximately 7 feet high. It may 
be conveniently filled from any 
grain box and will hold an adequate 
supply of feed to serve 150 or more 
hogs at a time. Write Hawkeye 
Steel Products, Inc., Dept. AL, 
Waterloo, Iowa. 


Lightweight Tree Saw 


A new lightweight Tree saw will 
cut off branches up to 12” in 
diameter 15 feet above the ground; 
it will also fell, buck and limb trees 
up to 24” in diameter, cut heavy 
piling and timbers when detached 
from pole and used as a hand 
power saw. Light in weight—only 


10 pounds—any adult person can 
use it by simply plugging it into 
any 110-volt, 60 cycle or direct 
current light circuit. It can also 
be operated from a small 750-watt 
gasoline engine generator that can 
be picked up and carried about like 
a satchel. Other models are avail- 
able. Write Mall Tool Company, 
Dept. AL, 7733 South Chicago Ave., 
Chicago 19, IIl. 


New Line of Kitchen Appliances 
and Bathroom Fixtures 


The Home Appliance Division of 
The Murray Corporation of Amer- 
ica is embarking on mass produc- 
tion and national distribution of 
quality kitchen appliances and 
bathroom fixtures in the moderate 
price field. Murray will produce a 
completely new line of gas and 
electric ranges, a completely new 
line of kitchen cabinets, and a 
new line of bathtubs, lavatories 
and sinks. Electric and gas ranges 
are being made in 10 models, which 
span the field in 20”, 36” and 40” 
ranges. Models include a 20” 


Rangette, 36’ Utility model, and a 
40” range in three models with a 
variation of features. The kitchen 
appliance line comprises a complete 
series of sink and cabinet combina- 
tions, floor and wall cabinets, and 
flat-rim sinks. Base cabinets are 
available in 30”, 24”, 21” and 
18” size, all with Vinyl tops and 
extra large storage drawers. A 
utility cabinet, 24” by 84” high, 
and a corner base cabinet complete 
the Murray base cabinet line. Wall 
cabinets, of all welded construc- 
tion, are available in 36”, 24’, 21” 
and 18”, as well as a special 18” 
high center cabinet for above-stove 
position. In the Murray line of 
bathroom fixtures are corner and 
recess bathtubs in an assortment 
of colors, and open base or cabinet 


base lavatories in matching colors, 
Write The Murray Corporation of 
America, Dept. AL, Scranton, Pa, 


Stewart Metal 
Louver Windows 


A new type of mechanically oper- 
ated metal louver windows featur- 
ing the Centrol enclosed mechanical 


operator, affords simultaneous sash 
control over various stages of ven- 
tilation. There are no direct air cur- 
rents. The windows accommodate 
insulating glass, and have provi- 
sions for metal insect screens. They 
have both direct and remote con- 
trol adaptions. Only finger-touch 
operation is required for opening 
and closing. The company’s engi- 
neers say the windows are fool- 
proof, thus eliminating mainte- 
nance problems. Write The Stewart 
Iron Works Co., Dept. AL, P. 0. 
Box 1039, Cincinnati 1, Ohio. 


Quick-Acting Fire Extinguisher 


The C-O-Two Dry Chemical Type 
Fire Extinguisher is a_self-con- 
tained unit; the C-O-Two Dry 
Chemical is free flowing .. . dis- 
charge hose and nozzle remain 
empty until fire extinguisher is 
actuated. There are two convenient 
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sizes to fit your fire-fighting needs 
i 20 pound capacity and 30 
pound capacity. C-O-Two Dry 
Chemical for on-the-spot recharg- 
ing is sold in handy pre-measured 


this furnace can be installed re- 
mote from the heater. The Stow- 
away incorporates a new concept 
of heat exchanger design with its 
streamlined tear drop shape to the 


20 and 30 pound sizes as well as flue gas passages. The Lennox 
ly oper- in a 50 pound bulk size... all Stowaway is available in three 
featur- sizes packed in durable moisture sizes. Write The Lennox Furnace 


hanical 











proof containers. Write C-O-Two 
Fire Equipment Company, Dept. 
AL, P. O. Box 390, Newark 1, 
N. J. 


The New Lennox A-2 Stowaway 


The new Lennox gas-fired Stow- 
away comes in two erected pack- 
ages. The heating section in one 


package 23” high by 50” long. The 
blower section is the second pack- 
age, built to fit snugly up against 
either end of the heating section 
or, because of the dual A. G. A. ap- 
proval both as a central furnace 
and a duct heater, the blower for 





Company, Dept. AL, Marshalltown, 
Iowa. 


Portable Electrict Heetaire 


The newly designed, portable 
electric Heetaire, was especially de- 
signed for farm usage in milk 
houses, brooder houses, tool sheds, 
etc., but its thermostatically-con- 
trolled, fan-forced heat will find ap- 
plication in a multitude of commer- 
cial and domestic uses. The built- 
in thermostatic control operates in 
a range between 40° and 80°, and 
may be set high to maintain com- 
fortable working conditions, or low 
to keep water pipes from freezing, 
protect machinery, or keep walls, 
windows, ceiling and doors per- 
fectly dry. In this way the need for 





kel Electric Products, Inc., and La 
Salle Lighting Products, Inc., Dept. 
AL&BPM, Buffalo 3, N. Y. 


Anti-Mildew and 
Anti-Fungus Paint 


20th Century Paint & Varnish 
Corp. has a line of Anti-Mildew 
and Anti-Fungus paints. The prod- 
ucts are Mildew-Chex 100% pure 
house paint, Mildew-Chex brick, 
cement and stucco paint, and Mil- 
dew-Chex paste white. Although 
20th Century can make any of its 
products mildew proof, this line was 
set up because of the great demand 

































































us sash winter ventilation is eliminated. in certain areas of the country for 
of ven The small Heetaire may be carried this type of product. Write 20th 
air cur- about at will by an insulated handle Century Paint & Varnish Corp., 
umodeil thereby lending itself to use in the Dept. AL&BPM, 456 Driggs Ave., 
. provi- home or in outbuildings. Write Mar- Brooklyn 11, N. Y. 
is. They 
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Master Merchants of the 
Light Construction Industry 


Consumer Business Is Wonderful, Leslie 
G. & John F. Everitt, Enid, Okla.—Jan. 1, 
p. 28. 


New England Building Center, Charles T. 
Heberle, Sr. & Jr., Gloucester, Mass.—Feb. 
i & Fa. 


New $100,000 Texas Store Offers One- 
Stop Service, J. M. Wilcox Sr. and Jr., Dallas, 
Tex.—Feb. 26, p. 36. 


Success Formula for 95-year-Old New 
England Concern Is Quality, Service, and 
Smart Management, Joseph J. Peltz, Stam- 
ford, Conn.—April 23, p. 26. 

Lumber Company Plan Builds Sales, W. 
C. Gregary, Petersburg, Fla.—May 7, p. 58. 

Whiting-Mead Co., H. L. Miner, Glen Miner, 
F. E. Miner, El Cajon, Calif.—July 16, p. 52. 

Dean of the Retail Lumber Industry, W. G. 
“Bill” Smith, Akron, Ohio—Aug. 27, p. 40. 

Village Yard Does City Volume, Bob Baker, 
Dryden, N. Y.—Oct. 8, p. 66. 

The Merchandising O’Malleys—E. V. (Ted) 
& James C. O'Malley, Phoenix, Ariz.—Nov. 
5, p. 66. 

How to Meet Competition—W. M. (Bill) 
Spurrier, John F. Heinz, Charlotte, N. C.— 
Dec. 3, p. 38. 


Display Ideas 


Display Rack That Works Like Giant Sized 
Catalog—Jan. 1, p. 35. 

Bargain Shed Starts Sales Boom—Jan. 15, 
p. 58. 

Bargain Hunters Stop Here—Jan. 29, p. 28. 


Pointers-Cellar Door Given Outdoor Dis- 
play Boosts Sales 600°/,, Centerville Lumber 
Yard, Centerville, Conn.—Dec. 3, p. 54. 

Windows Are Active Exhibits, St. Charles 
Lumber Company, St. Charles, Mo.—Dec. 3, 
p. 54. 


Low-Cost Housing 


Dealer Sponsors Erection of Prefab in Single 
Day, Beach Lumber Co., Rome, N. Y.—Jan. 
ym St. 

Building A $6,000 House, Geo. Wright 
Lumber Co., Altus, Okla.—Feb. 12, p. 76. 

Dealer-Contractor Builds 400 Cleveland 
Homes, Rock Island Lumber Co., Cleveland, 
Ohio—Mar. 12, p. 86. 

I-E Open House Pulls New Business for 
Denver Dealer, Ec y Lumber & Hardware 
Co., Denver, Colo.—Mar. 26, p. 33. 

Expansive But Not Expensive, Whiting- 
Mead Co., San Diego, Calif.—July 30, p. 28. 

Right Grade for the Right Use Cuts Build- 
ing Costs in Seattle, Reiley Lumber Co., Seat- 
tle, Wash.—Sept. 24, p. 28. 

A Small House With Big Home Features, 
Indianapolis Plywood Corp., Indianapolis, 
Ind.—Nov. 5, p. 64. 

Dealer Home Program Clicks, L. Grossman 
Sons, Inc., Quincy, Mass.—Nov. 19, p. 40. 





Management 


Advantages of Company Group Insurance 
—Jan. 1, p. 40. 


Executives Are Not Born—They Make 





Builders Hardware Room, Doud Lumb 
Company, San Jose, Calif.—Jan. 29, p. 29. 

Fence Display, Myrtle Avenue Lumber Com- 
pany, Monrovia, Calif.—Jan. 29, p. 29. 

Key Counter, Gee Lumber & Coal Com- 
pany, Chicago—Jan. 29, p. 29. 

Selling Plywood Cut to Convenient Sizes— 
Feb. 12, p. 88. 

Metal Molding Rack Does a Selling Job— 
Ketchum Builders Supply Company, Salt Lake 
City, Utah—Feb. 12, p. 88. 

Stand for Remodeling Display, Gee Lum- 
ber & Coal Company, Monrovia, Calif.—Feb. 
26, p. 42. 

Dealer-Sponsored Exhibit at Allentown 
(Pa.) Home Show—Mar. 26, p. 44. 

Neat Cabinet Built for Dowel Display— 
Mar. 26, p. 45. 

Doubles Display Space in Same Floor 
Area, Washington State Dealer—Apr. 23, p. 
25. 

Dealer-Developed Display Rack Is Good 
Silent Salesman—May 7, p. 80. 

Bargain Alley Brings ‘em in—Seattle Deal- 
er’s New Dept.—May 7, p. 61. 

Feature New Glass Department, Dixie 
Lumber Co., San Diego, Calif.—June 18, 
p. 39. 

Roofing Paper Display and _ Easily-Built 
Display Rack for Doors (Marquess & Co., 
Wenatchee, Wash.)—July 16, p. 57. 

A Coordinated Flooring Display—July 16, 
p. 58. 

Point-of-Sale Display for Decorating Prod- 
ucts—Sept. 10, p. 105. 

How to Step Up Your Paint Department 
Profits—Oct. 8, p. 74. 

Business Picks Up 30°/,—Nov. 5, p. 80. 

Door Display Pulls Traffic—Nov. 19, p. 37. 

How Many Products Displayed Here—Nov. 
19, p. 48. 
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Th Ives—Jan. 1, p. 36. 

So You Think You're Covered on Fire 
Insurance—Mar. 12, p. 84. 

Our Six-point Program to Beat Chain 
Store Competition—April 23, p. 36. 

Basic Guide to the Selection of Good Sales- 
men—July 16, p. 56. 

How Reduced Volume and Lower Markup 
Affects Break-even Point—July 30, p. 34. 

Handling Price Competition—Part I—Aug. 
13, p. 81.—Part II—Aug. 27, p. 37. 

Make the Customer’s Problem Your Prob- 
lem—Nov. 5, p. 75. 

Selling Millwork Effectively, Frank T. Phil- 
lips, Vice-president, Thompson Lumber Co., 
Minneapolis, Minn.—Dec. 3, p. 52. 

Controlling Your Expenses—Dec. 17, p. 62. 





Advertising and Promotion 


Thigpen’s Store News—Jan. 15, p. 51. 

Helpful Advertising Ideas—Leiber Lumber 
& Millwork Co., Neenah, Wis.; Sterner Coal 
& Lumber Co., Belmar, N. J.; Lindholm Lum- 
ber Co., Audubon, lowa—Mar. 12, p. 88. 

Dealers Promote I-E Housing in Schools, 
Fort Wayne—Mar. 12, p. 7. 

Good Windows Catch Customers—May 7, 
p. 68. 

Your Advertising Scrapbook—June 4, p. 
68. 

Help Your Customers Think of You—June 
4, p. 74. 

Specialist In Interior Decoration Draws 
Women To Texas Store—June 4, p. 78. 

Slogans Help You Sell—June 4, p. 80. 

Here’s A Public Relations Program—June 
4, p. 88. 


Garages Make Ideal Package Sales—Aug. 
p72. 

Here’s A Radio Program That Pays Of-— 
Nov. 5, p. 72. 

Manufacturers’ Groups Map _ Promotion 
Plans to Boost Dealers’ Sales—Dec. 17, p. 52. 


Materials Handling and 
Equipment 


Conveyors Save Time, Money, Accidents— 
Jan. 1, p. 35. 

Hydraulic Lift, Lake Lumber & Hardware 
Co., Salt Lake City, Utah—Jan. 1, p. 35. 

Effective Lumber Storage—Thrifty Lumber 
Handling — Kay Neumann, Seattle, Wash., 
Jan. 15, p. 55. 


Dual-Purpose Truck Body, John Bader 
Lumber Co., Chicago, Ill._—June 4, p. 80. 

Steel Strapping Plus Material Handling 
Equals Efficiency—June 4, p. 76. 

Case History of A Yard Which Became 
Conveyor Conscious, Evans Lumber Co., Buf- 
falo, N. Y.—July 2, p. 34. 


More Products, Better Service Is Result of 
New Store Opening, Galena (lill.) Lumber 
Co., July 30, p. 36. 


They Know Their Delivery Costs, Lyman- 
Hawkins Lumber Co.—Aug. 27, p. 43. 


How A Handling Truck and Smart Plan- 
ning Doubled the Size of A Warehouse— 
Aug. 27, p. 44. 


Employe Education 


Basic Guide to the Selection of Good 
Salesmen—July 16, p. 56. 


New & Remodeled Stores 


New Look To Old Store, T. M. Deal Co., 
Dodge City, Kan.—Jan. 29, p. 25. 


Designed for Merchandising—Gee Lumber 
& Coal Co., Chicago, Ill_—Jan. 29, p. 26. 


We Proudly Present, Plank Road Lumber 
Co., Baton Rouge, La.—Feb. 12, p. 91. 
Mr. and Mrs. Dallas Call Wilcox Home 


Planning Bureau, J. M. Wilcox, Dallas, Tex. 
—Feb. 26, p. 39. 


2¥2 Acres of Selling Space, Temple Lumber 
Company, Houston, Tex.—Feb. 26, p. 41. 


Showplace For Selling, Doud Lumber Co., 
San Jose, Calif.—Mar. 12, p. 90. 


Doubles Selling Space to Serve Customers, 
Fisher’s Bountiful Lumber & Supply Co., 
Davis County, Utah—Mar. 12, p. 99. 


Washington State Firm Adds New Retail 
Sales Building—Aves Millwork, Inc., Yakima, 
Wash.—Mar .12, p. 98. 


Wins Architectural Award, James Lumber 
Co., Springfield, Ohio—Mar. 26, p. 34. 

This is How Dolan’s Does It, Sacramento, 
Calif.—May 21, p. 44. 


It Doesn't Take A Big Store to Make A 
Good One, Lieber’s, Kaukauna, Wis.—May 
21, p. 48. 


Circular Store Front Opens New Selling 
Vista, S. H. Pawley Lumber Co., Terre Haute, 
Ind.—May 21, p. 51. 

New Michigan Store Ready to do A Good 


Job Better, Five Star Lumber Co., Holland, 
Mich.—June 18, p. 54. 
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Anything in 
West Coast Woods 


Manufacturers of: 


Mouldings 
Furniture Dimension 
Glued-Up Stock 
Industrial Shook 
Venetian Blind Stock 
Ready-to-Assemble 

Furniture Parts 
in fact, Anything in 
West Coast Woods! 

Send us your inquiries for 


PONDEROSA PINE, SUGAR PINE, 
INCENSE CEDAR, DOUGLAS 
AND WHITE FIR 



















1635 Dierks Building 
Phone: Victor 4143 
Kansas City 6, Missouri 





Sawmills: Canby, Calif., and Anderson, Calif. 
Remanufacturing Plant: Klamath Falls, Oregon 
Box Factory: Alturas, Calif. 


OZARK | 


1927 == BRAND -- /949 
OAK FLOORING 








Your customers are assured 
lifetime satisfaction with Ozark 
Brand Oak Flooring. It is pro- 
duced from fine quality Mis- 
souri altitude-grown Oak Stock 
which has been properly sea- 
soned in Moore Cross-Circula- 
tion Kilns. It is accurately 
milled on modern machines. 
It is expertly graded in ac- 
cordance with NOFMA grad- 
ing rules. 


Try a shipment and see for 
yourself the fine quality of 
Ozark Brand. 





THE OZARK OAK FLOORING CO. 
BISMARCK, 


MISSOURI 
Buitpinc Propucts MERCHANDISER 













Grade Stamped 


DOUGLAS FIR 


SPECIFIED DIMENSION 
OUR SPECIALTY 


We can ship straight cars of one length or any specified lengths 
you want. Boards and small timbers of course. Also precision 
trimmed Studs cut to exact length. 


Let us know your needed items. 


\IAR-KANG MANUFACTURING CORP. 


paley-\ 40) e fe} istete) | 
Telephones — Portland Line CH. 3330 or Tigard 2301 








American vounte swive: Load Binder 
THE ORIGINAL ALL STEEL 


binding oody Patte: 
LipeGh, LO ae eee Cam 
Holds load firm- 
ly. Strongest... 
forged steel 
throughout . . « 
easiest to use 
° « most prace 
tical and effec. 
tive. Three 
sizes. Write for 
circular and full 
information. 


“American” line of Logging Tools and Appliances is the best on 
the market. 







GEDSED 







Write for Catalog 


AMERICAN LOGGING TOOL CO. 


Evart, Mich. 
AUTOMATIC 


TANNEWITZ Sete: 











for Swing Saws 


le 
S . 


$30 to $50 A MONTH 
IN LUMBER AND LABOR 


SAVES 


30 Days Free Trial 
ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIOS 
MICHIGAN 











D. M. McCLintock LumBer Co. 


Terminal Sales Building, PORTLAND 5, ORE. 
Telephone: Atwater 9355 


Douglas Fir, Red Cedar, Sitka Spruce 
and Hemlock Lumber — Shingles 


Mill Agents for 


Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 
Luckiamute Lumber Co., Pedee, Oregon 
Keystone Lumber Co., Myrtle Creek, Oregon 
Judd Creek Lumber Co., Riddle, Oregon 
Canyon Creek Lumber Co., Canyonville, Oregon 
Silver Peak Lumber Co., Riddle, Oregon 
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Materials Sell Themselves In New Elgin 
(lll.) Store, Elgin Lumber & Supply Co.—July 
16, p. 62. 

More Products, Better Service Is Result of 
New Store Opening—Galena (Ill.) Lumber Co. 
—July 30, p. 36. 


Company’s Own Products Highlight New 
Morgan Home Building Center, Morgan Com- 
pany, Oshkosh, Wis.—Aug. 13, p. 78. 

Expansion Program Under Way by Okia- 
homa City’s New Retail Building Materials 
Outlet, Northside Lumber Co., Inc.—Aug. 13, 
p. 82. 


Remodeled Store—Fosseen’s, Inc., Yakima, 
Wash.—Aug. 27, p. 39. 


Attractive Yard Remodeling Can Be In- 
expensive, Clay Building Material Com- 
pany, Comanche, Texas—Sept. 24, p. 40. 

Sales Plus Service Equal Smart Merchan- 
dising, Mathis Lumber & Supply Co., Mathis, 
Tex.—Oct. 8, p. 80. 

Everything to Build Anything, Summer- 
hayes Lumber, Ltd., Brantford, Ontario, Can- 
ada—Nov. 5, p. 82. 

New Store plus New Merchandising Policy 
Equal Greater Volume—Charlottesville (Va.) 
Lumber Co.—Nov. 19, p. 46. 

Lumber Given A Big Play in New Nebraska 
Store, Johnson Cash-Way Lumber Company, 
Hastings—Dec. 3, p. 45. 


Dealer Stories 


Specialist in Home Styling, Wm. Cameron 
& Co., Waco, Tex.—Jan. 15, p. 52. 


Merchandising at the Crossroads — Kay 
Neumann — Jan. 15, p. 54. 


Two-Way Profits From Roofing Sales, B. J. 
Pierce, Searcy, Ark.—Jan. 15, p. 62. 

A Successful Store With A Problem, Heabel 
Lumber Co., Cedar Rapids, lowa—Feb. 12, 
p. 78. 


This Yard Features Department Store 
Methods, Leby Bros., Louisville—May 7, p. 62. 

They Planned Their Yard Layout, Jersey 
Lumber Co., Jerseyville, Ill—May 7, p. 73. 

587 Kitchens Ain’t Hay—June 4, p. 62. 

Right Grade for the Right Use Cuts Build- 
ing Costs in Seattle—Sept. 24, p. 28. 

Yard Layout—A Top Flight Design For A 
Smaller Yard, Paul Bunyan Bldg. Supply 
Company, Brainerd, Minn.—Nov. 5, p. 76. 

Quality—Service—An Effective Operating 
Formula, Dohn-Fischer Company, Buffalo, 
N. Y.—Dec. 3, p. 43. 


Selling 


Merchandising Hardware for the Home— 
Jan. 15, p. 48. 

On-The-Spot Demonstrating Sells Remodel- 
ing Jobs, Greer Lumber, Cheyenne—Jan. 15, 
p. 60. 

Get Ready for the Spring Harvest, Lawn 
& Garden Equipt.—Jan. 29, p. 30. 

Step Up Your Paint Profits—Feb. 12, p. 80. 

Make Brushes A Part of the Paint Sales— 
Feb. 12, p. 84. 

Put Your Roofing Display To Work—Feb. 
26, p. 43. 

3,000,000 New Customers For Tools—Mar. 
12, p. 80. 

Screens and Wire Cloth at the Point of 
Sale—Mar. 26, p. 36. 

Pinellas Lumber Company Plan 
Sales, Lumber, Paint—May 7, p. 58. 

How Barn Equipment Fits Rural Dealers’ 
Sales Program, Package Barns—May 7, p. 65. 

Metal Building Products on Display—May 
21, p. 40. 

Plumbing Packages Are A Natural—June 
4, p. 70. 

Keeping Ahead of Competition, Appliances, 
Hardware, Building Materials—June 4, p. 86. 
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Builds 


A Coordinated Flooring Display, Flooring, 
Waxes & Finishes—July 16, p. 58. 

Small Goods Department Is A Traffic Stim- 
ulant, Household Wares—July 30, p. 32. 

How Successful Dealers Run Their Appliance 
Departments—Aug. 13, p. 68. 

The: Consumer Sales Clincher — Sept. 10, 
p. 84. 


The ABC’s of Consumer Selling—Sept. 10, 
p. 86-96. 


The Home Decoration Package—Sept. 10, 
p. 99. 

Selling the Space Utilization Package — 
Sept. 10, p. 119. 

Advertising the Space Utilization Pack- 
age—Sept. 10, p. 122. 

The Christmas Market—Sept. 10, p. 143. 

Cultivating the Home Planner—Sept. 10, 
p. 148. 

Expert Advice Helps Sell Tools—Sept. 24, 
p. 27. 

A Sheaf of Good Selling Ideas from Wheat 
Bros.—Sept. 24, p. 30. 

Sales Plus Service Equal Smart Merchan- 
dising—Oct. 8, p. 80. 
Kitchen Planning 

19, p. 44. 
Home-Building Industry 
Test in ‘50—Dec. 17, p. 40. 


Is Big Business—Nov. 


Faces Greatest 


Farm Articles 


Farm Juice (electricity leads to improve- 
ments)—news—Jan. 1, p. 10. 

Insulated Siding —Sound Basis for Re- 
modeling Sales—Feb. 12, p. 93. 

The “Lyon” Purred Loud in 1948, V. 
Ormsby Lyons, Pleasant Lake, Ind.—Mar. 12, 
p. 96. 

How Barn Equipment Fits Rural Dealers’ 
Sales Program—May 7, p. 65. 

Loading Chute Can Be Sold As Packaged 
Product—May 21, p. 43. 

Oklahoma Dealers Ready to Answer the 

Farmers’ Building Needs—July 2, p. 30. 

Emergency Grain Storage—July 2, p. 36. 

Tremendous Farm Market—Aug. 13, p. 74. 

Granaries Are Big Business—Oct. 8, p. 70. 

A Tested Expandable Laying House—Nov. 
19, p. 38. 

Rich Farm Building Market Ready For 


_ Dealers Who Go After It—Dec. 17, p. 58. 


Editorials in 1949 


1949—A Creative Selling Year—Jan. 1, 
p. 27. 

Get a New Hold On Consumer Traffic— 
Jan. 15, p. 47. 

The Next Generation Speaks — Jan. 29, 
p. 23. 

Am | Contributing To a Possible Reces- 
sion—Feb. 12, p. 71. 

Advertisements Can Educate Too—Feb. 26, 
p. 34. 

An Emerging Formula For Minimum Cost 
Homes—Mar. 12, p. 79. 

V.LP. This Is a Tale of a Very important 
Publication for Some Very Important Peo- 
ple—Mar. 26, p. 31. 

In the Name of Sustained Volume and 
Profit—Apr. 23, p. 23. 

A “Hoover Commission” for the Shelter 
industry—May 7, p. 57. 

Give Us More Continent Congresses!—May 
21, p. 37. 

Welcome Ambassadors of Profit—June 4, 
p. 61. 

The Penalty of Leadership—June 18, p. 37. 

I. Twenty Services a Dealer Seeks and 
Expects from His Manufacturers’ Representa- 
tives and Wholesalers’ Salesmen, July 2, p. 
29; Il. Twenty Cooperative Steps that Man- 
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ufacturers’ Representatives & Wholesalers’ 
Salesmen Can Take To Assure Mutuclly 
Profitable Dealer Cooperation—July 16, p. 51. 

We've Got It! Let’s Make the Best of !:— 
July 30, p. 23. 

You Can’t Have Bread Without Yeast— 
Aug. 13, p. 67. 

Welfare, Security, and the Cold War!—Aug. 
27, p. 35. 

Drive—This Attribute Is Often a Measure 
of the Success of an Individual Or a Busi- 
ness—Sept. 10, p. 79. 

What Is the Ultimate Objective of the 
Light Construction Industry?—Sept. 24, p. 
25. 

The Citizens’ Responsibility in a Free En- 
terprise Economy—Oct. 8, p. 65. 

A Proposal For a Light Construction Indus- 
try Merchandising Congress—Oct. 22, p. 35. 

The Salesman’s Creed—Nov. 5, p. 63. 

Teamwork for the Big Job Ahead—Nov. 
19, p. 35. 

A Basic Program for the National—Dec. 
3, p. 36. 

“1f’— Mid-Century Musings on the Deal- 
er’s Chance—Dec. 17, p. 39. 


Charts 


Construction Activity Review (Current & 
6 yr. view)—Jan. 1, p. 39. 

Status of Retail Lumber Business in Michi- 
gan—Jan. 1, p. 40. 

Production Records in 
Field—Jan. 15, p. 68. 

Production Records in Bldg. Materials 
Field, Portland Cement, Cast Iron Soil Pipe, 
Brick—Jan. 29, p. 35. 

Construction Share of National Income; 
Highest Ten Wage Payers; Saturation of 
Market for Electrical Appliances—Feb. 12, 
p. 86. 

Can Farmers Afford to Buy Building Ma- 
terials?—Feb. 12, p. 7. 

FHA in Home Financing—Mar. 12, p. 95. 

Labor & Material Costs—3 Bedroom €Ex- 
pansible Homes—Mar. 12, p. 87. 

Fact and Comment on Nation’s Affairs— 
Mar. 26, p. 38. 

Fact and Comment on Nation’s Affairs— 
May 7, p. 76. 

How to Waterproof Concrete Basement 
Walls—June 4, p. 66. 

Monthly Contracts for New Homes—Aug. 
13, p. 9. 

News and Trends—Gross Stocks and Pro- 
duction Figures—Lumber—Nov. 19, p. 10. 

House Starts (Size of Mortgages on 
Homes)—Dec. 3, p. 7. 

Factory Wages and Building Costs—Dec. 
17, p. 42. 

New Building on the Farm—Dec. 17, p. 60. 

Balances in Dollar Down Accounts—Dec. 
17, p. 70. 

Home Building by Years—Dec. 17, p. 48. 

Building Wage Scales in 6 Selected Cities— 
Dec. 17, p. 51. 


Bldg. Materials 


Feature Articles On 
Taxes & Financing 


Growth of FHA in Home Financing—In- 
sured Loans Hit Peak in 1948— Mar. 12, 
p. 95. 

Cumulative Taxes—Mar. 12, p. 94. 


Public and Employee Relations 


Red Cedar Certigrade Home 
Exhibit—Jan. 1, p. 7. 

Blanding Dream House Program—Jan. 1, 
p. 8. 

Every Customer Has a Number at Dough- 


erty’s—Feb. 26, p. 42. 


National 
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Employe Relations—Mar. 12, p. 93. 

Good Ideas Fill Suggestion Boxes at Pro- 
gressive Richmond (Va.) Operation (Ruffin & 
Payne, Inc.)—Mar. 26, p. 42. 

Here’s Public Relations Program—June 4, 
p. 88. 

Guide to Proper Telephone Technique, 
Whiting-Mead Co., San Diego, Calif.—July 
16, p. 57. 

Your Profit Making Forum—What's Being 
Broadcast About You?—July 30, p. 40. 

Sample Union Contract Covering Retail 
Yord Personnel, Is Result of Ohio Survey— 
Oct. 8, p. 85. 


News of the Associations 


Manufacturer-Dealer Coordinating Com- 
mittee—Mar. 12, p. 102. 

Here’s a Public Relations Program—June 4, 
p. 88. 

NRLDA Has Pamphlets to Disseminate 
Facts on Distribution—Aug. 13, p. 71. 

Sounding Off—1949 Public Relations Con- 
test of NRLDA—Oct. 8, p. 78. 

Sounding Off—Oklahoma Meet — Nov. 5, 
p. 78. 

Sounding Off at San Francisco—Key Speak- 
ers at the NRLDA Meeting Nov. 7-11—Dec. 
3, p. 44. 

Hoo-Hoo. 

Sounding Off — Readers’ Question Box 
Sponsored by Hoo-Hoo—June 18, p. 56. 

Kittens from Red Cedar Shingle Industry 
Join Hoo-Hoo—July 16, p. 11. 

Sounding Off—Kansas City Hoo-Hoo Club 
Is Host to International—Aug. 13, p. 71. 

Sounding Off—Hoo-Hoo Elects—Sept. 24, p. 
38. 

Sounding Off—Hoo-Hoo Convention—Elec- 
tion of new officers and review of program 
are hilights—Oct. 8, p. 79. 

Sounding Off—Oklahoma Meet—Nov. 5, 
p. 78. 


Surveys 


Status of Retail Lumber Busi in Michi- 
gan—Jan. 1, p. 40. 

Group Insurance—Wisconsin Assoc.—Jan. 
29, p. 36. 

Final Results—Survey of Dealer Selling 
Practices—June 18, p. 40. 

Kimberly-Clark Dealer Survey — Jan. 29, 
p. 37. 

Survey of 1948 Operating Results in the 
Retail Lumber Industry—Dec. 17, p. 64. 





New Construction Methods 


How to Waterproof Concrete Basement 
Walls—June 4, p. 66. 

Improved Construction Methods Reduce 
Costs—Derc. 17, p. 44. 


Research 


Research in Light Wood Construction — 
May 7, p. 78. 

Electronic End-Gluer, Developed by Carr, 
Adams & Collier Company—Dec. 3, p. 50. 


Miscellaneous 


A Lumberman’s Wife Builds a Home — 
July 30, p. 26. 

Dealer Forecast for 1950—Dec. 17, p. 48. 

What’s Ahead in Washington?—Dec. 17, 
Pp. 68, 
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SOUTHERN 
PINE and 
HARDWOODS 


: > MIXED CARS 


Fe A SPECIALTY 


ANGELINA COUNTY LUMBER CO. 


General Sales Office — KELTYS, TEXAS 


62 years of service to Lumber Dealers 








KILN DRIED ) 


Fir and Hi-Hemlock Dimension 


End-Matched Drop Siding, 
Ceiling, Flooring, D&M 


Western Red Cedar Bevel 
and Bungalow Siding 











Mouldings, Trim, Boards 








ia 
» Quality Products from 3 Modem Mil 


Well-manufactured from logs from our own tree 
farms. Standard West Coast Lumber Bureau Grades. 
Our fine assortment of West Coast species will sat- 
isfy your most particular customer. Our end-matched 
stock is a real cost-cutter. Try us on your next order 
—straight cars—mixed cars. 700, ft. daily pro- 
duction. 


WILLAMETTE VALLEY LUMBER CO. 








DALLAS, OREGON 


49 





VYlames in the News 


Mercury Millwork Corp. Formed 

Albert D. Feldman, formerly vice- 
president of the East Coast Millwork 
Co., Queens Village, Long Island, 
N. Y., announces the formation of 
the Mercury Millwork Corp., Bldg. 
No. 8 Commercial Ave., Garden City, 
Long Island, N. Y. The company will 
serve as_ wholesale distributors of 
millwork and lumber products. Facil- 
ities include a large new warehouse 
with railroad siding. Mr. Feldman 
will be president and general man- 
ager. 


Independence Lumber Installs 
Battery of Kilns 


Fred H. Swift, president, Independ- 
ence Lumber & Manufacturing Co., 
Independence, Ore., has announced in- 
stallation of the latest model North 
Coast Dry Kilns, reversible fan type. 
This battery of kilns is 120x185 feet. 
The weekly capacity will average 
about 650,000 feet. There are 13 48” 


fans driven by individual gearhead 
motors. The kilns will enable the com- 
pany to kiln dry 50% of its produc- 
tion and to supply both kiln dried up- 
pers and kiln dried commons. Mr. 
Swift believes this will broaden his 
markets quite extensively as hereto- 
fore the company could furnish only 
air-dried lumber. 


lowa Firm Acquired 
By Forman, Ford 


The Des Moines (Iowa) Glass and 
Mirror, has been acquired by Forman, 
Ford and Company, 68-year-old Min- 
neapolis paint and varnish manufac- 
turer, it was announced by Lee A. 
Potter, Sr., president of Forman, Ford 
and Company. In making the an- 
nouncement, Mr. Potter stressed that 
the Des Moines firm will assume the 
new name of Des Moines Glass and 
Paint Company. It will serve as a 
new Iowa distribution point for For- 
man, Ford and Company, which is 





Murray Plant Applies Automotive Mass Production 
Techniques to Home Appliance Manufacture 


The Murray Corporation of Amer- 
ica, in Scranton, Pa., one of the na- 
tion’s largest producers of automo- 
bile bodies and assemblies, will soon 
be in full production of quality home 
appliances at its modern multi-million 
Scranton plant. 

Built in 1943, and used during. the 
war for manufacture of B-29 bomber 
wings, the Murray Home Appliance 
Division plant covers more than 11 
acres. 

Output of the huge Murray plant 
—divided into 400,000 sq. ft. of manu- 
facturing area and 100,000 sq. ft. of 


The modern plant 
where Murray is 
manufacturing its 
new line of quality 
home appliances is 
4, mile long, has 
2144 miles of con- 
veyors. Adapting 
practice of mass 
production used in 
its Detroit auto 
body parts plant, 
Murray can _ turn 
out hundreds of 
ranges, bathtubs, 
sinks and cabinets 
a day with mini- 
mum of material 
handling. 
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warehouse—includes gas and electric 
ranges, matched steel kitchens, cabi- 
net sinks, base and wall cabinets, 
porcelain steel bathtubs and _ lava- 
tories. 


All porcelain enamel parts are pre- 
pared through a completely automatic 
pickling process and fired in two of 
the largest porcelain enameling fur- 
naces in the industry. 


The Murray property at Scranton, 
including plant, administration build- 
ing, developmental laboratory, power 
plant and garage, covers 31.3 acres. 


currently expanding its activities 
throughout an eight-state upper mid- 
western area. The company also op- 
erates a retail and jobbing center, the 
Sioux Falls Paint and Glass Com- 
pany in Sioux Falls, S. D., and St. 
Paul, Minn. As an additional phase 
of this overall activity, plans are cur- 
rently proceeding for distribution of 
Forman-Ford paint and glass prod- 
ucts in Missouri. 


Dewalt Purchased by 
American Machine and Foundry 

American Machine and Foundry 
Company’s purchase of all the prop- 
erties and assets of DeWalt, Inc. 
Lancaster, Pa., manufacturer of radial 
saws for high-speed cutting of wood, 
light metals and plastics, has been 
closed, according to an announcement 
by Morehead Patterson, AMF board 
chairman. 

The closing involved the transfer 
of 115,000 shares of American Ma- 
chine and Foundry Company common 
stock plus $655,000 in cash to De- 
Walt, Inc. DeWalt’s current assets 
as of September 30, amounted to 
$1,751,447 including more than 
$1,000,000 in cash, as against current 
liabilities of $198,531. 

Mr. Patterson said AMF will con- 
tinue operation of the 75,000 square 
foot DeWalt plant, located on a 10- 
acre tract, at Lancaster with the 
present personnel through a wholly- 
owned subsidiary. 

The purchase of DeWalt represents 
a further step in AMF’s diversifica- 
tion program and adds to AMF’s 
present marketing outlet a complete 
distribution system consisting of ap- 
proximately 350 dealers serving in- 
dustrial plants as well as the con- 
struction and wood-working  indus- 
tries on a nation-wide basis. 


New Officers of the 
Pacific Logging Congress 

Sidney G. Smith of Bloedel, Stewart 
& Welch Ltd., was elected vice-presi- 
dent of the Pacific Logging Congress 
at the 40th convention at Seattle, 
Wash. New president is Bruce More- 
head of La Grande, Ore. Mr. Smith 
is in line for the presidency in 1951 
when the Congress will meet in Van- 
couver. The 1950 Congress is to be 
held in Portland. 

Other officers elected include Secre- 
tary Carvin A. Wooley of Portland; 
treasurer, L. H. Mills of Portland. 
A. Wiznant, secretary for 25 years, 
becomes advisor and secretary to the 
management committee. He was pre- 
sented with an engraved gold watch 
and an all-expense trip through the 
lumber areas of the southern States. 

Plaques, mounted with relief 
photos, were presented to the follow- 
ing B. C. past presidents of the 
association at a meeting of the man- 
agement committee: R. J. Filberg, 
vice-president of Canadian Western 
Lumber Co. Ltd... Vancouver; 
Dewey Anderson, Fleetwood Logging 
Co., Harrison Lake; and Fred Brown, 
retired, Vancouver. 
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- Gives Siding Jobs Improved 





Protection and Appearance 


On every Asbestos Siding job, 
where appearance is essential, you 
can save valuable time, simplify 
fitting at corners and along win- 
dow and door frames, give added 
protection, by using individual 
zine corner strips . . . Made of 
oxidized zinc . . . will not stain. 
Lengths suitable for any Asbestos 
Siding Shingle. For complete de- 
tails write 


ile} is a ely -Vemall ai, [cmedor 
211 South Main Street, Kokomo, Ind. 











THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 
Rainelle, W. Va. 











Davis Bros. Lumber -- 
DEPENDABLE QUALITY FOR 60 YEARS 
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NZEOUTHERN PINE * SS aARDWOODS? 





Davis Bros. fine quality 
ber buyers have de- 
Try a mixed 


ae 
For more sales, orde 
Southern Pine — the 
pended on for three genérations. 
‘ear or truckload of 


SOUTHERN,PINE 


e Dimension e Flooring @ Drop & Bevel 
Siding e Shiplap & CM e Interior Trim ¢ 
Mouldings 


Can also mix in Southern Hardwoods—Elm, Ash, 
Beech, Red and Sap Gum, Red and White Oak. 


Consult us on your next requirements. 


Lumber Grade-Marked If Requested. 


AY Serving Quality buyers for More Than 60 kears 


£ 


Zs ANSLEY « LOUISIANA 
© brottrers Lumber Co. 









YOUR COMPLETE NEEDS 
IN SAWMILL MACHINERY 


Band Mill carriages . . . edgers . . . Portable Mills 
. Log stop and Loader... Shotgun steam feeds 
. Automatic feed table for planing mills. Write 
for ‘catalog and ‘Power House’. 


t died ll 
MACHINERY 
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BURNER with 
CONE GRATE 


*Burns 25% More 
*With 75% less smoke and 
cinders. Fool proof 

We Also Bulld 


BOILERS—5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Stralght & Bent Boller Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 














The Perfect 
Business Card 
for Salesmen 


creates the first impression 
in the mind of the buyer — 
the impression of prestige 
and quality which frequently 
requires years of service and 
py tmanship to build. 

A sample tab of perfect business 

cards are yours for the asking 


The JOHN B. WIGGINS (Company 


(Established 1857) 


640 So. Federal Street, Chicago 5 


WIGGINS 





Peerless Book Form 
CARDS 
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Plan Coverage for Overseas Markets 


With export sales and foreign mar- 
kets playing an increasingly impor- 
tant role in the combination screen 
and storm window industry, export 
and sales executives of The F. C. Rus- 
sell Company met with representa- 
tives Carlos da Silva, Jr., of Porto, 
Portugal (seated third from left) and 


Shown in the pic- 


Guido Alcalay, Paris, France (stand- 
ing at right) to plan more thorough 
coverage of the company’s overseas 
markets. Included in the discussion 
were plans for displaying the com- 
pany’s combination windows and 
metal awnings at a world industrial 
convention to be held in Paris next 
June. 





ture are (left to 
right, seated) A. M. 
Repke, export man- 
ager, Lief Kielland. 
export sales man- 
ager, da Silva, 
Frank C. Russell, 
president, A. V. 
Padou, manager of 
awning division, 
and E. Schlussner, 
engineering head. 
Standing are W. A. 
Miller, assistant ex- 


port manager, C. Morganstern, of the awning division, and Alcalay. 





New Extrusion Plant 


The opening about January first of 
a new extrusion plant by the R. D. 
Werner Co., Inc., at Greenville, Pa., 
marks the third expansion program 
of this company within the last four 
years. More than 50,000 square feet 
of additional floor space at the new 
plant will be used exclusively for the 
production of aluminum and magne- 
sium extrusions. The extrusion proc- 
ess has unique advantages as an 
economical and fast method of setting 
up pilot runs in small quantities of a 


R. D. Werner 
opens new extru- 
sion plant. 


special shape for market testing of 
new products and special attention 
will be given at the Werner plant to 
new product engineers seeking such a 
service. 

By combining the facilities of this 
new extrusion plant with the roll 
forming mills now in operation at 
Greenville, the R. D. Werner Co., ac- 
cording to statement of one of the 
company officers, will be able to offer 
a double service to all industrial users 
of roll formed and extruded shapes. 





Ideas Anonymous 

In some large companies 
some small ones) when a new proj- 
ect or a change in technique is pro- 
posed in conference, the conferees 


(as in 


often get concerned with “Whose 
idea is it?” rather than the idea 
itself. If it’s the president’s idea, the 
air gets moist with “yeses.” If it 
comes from some whippersnapper in 
the sales department, the atmosphere 
may be made almost as humid by 
snorts from the production depart- 
ment. 

To get equal consideration of all 
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ideas, regardless of source, one com- 
pany has all suggestions for confer- 
ence consideration typed on plain 
paper and read by a secretary. Few in 
the conference, if any, know for cer- 
tain where they derive from and, like 
the Supreme Court, the newest mem- 
bers of the conference are required 
to give their opinions first. 

Office politics are in a state of con- 
fusion, but ideas from unexpected 
sources, get hashed over with free- 
dom and are sometimes adopted with 
profit.—Horizons. 


Companies rbunounce 


Marvin Greenwood, general sales 
manager of The Celotex Corporation 
announced the following personnel 
changes in the company’s sales organ- 
ization: Herbert E. Mansfield, for- 
merly manager of the Pittsburgh 
Branch, has been appointed manager 
of the Philadelphia Branch. He suc- 
ceeds T. Pelzel, who is retiring after 
22 years of continous service with 
the corporation. George L. Higgins, 
formerly assistant manager of the 
New York Branch, becomes manager 
of the Pittsburgh Branch, and Ed- 
ward C. Duer, formerly assistant 
manager at Philadelphia, succeeds 
Mr. Higgins as assistant manager of 
the New York Branch. 





Charles T. Snow, 3717 State Street 
Drive, New Orleans, La., is represent- 
ing the Geo. P. Reintjes Company, 
Kansas City, in the sale of its arches 
and walls. Mr. Snow will cover the 
states of Louisiana, lower Missis- 
sippi, the southern part of Alabama 
and the state of Florida. 


W. H. Belk, Jr., Belk Brothers Com- 
pany, Charlotte, N. C., and Louis C. 
Fischer, A. H. Fischer Company, 
Charleston, S. C., were elected direc- 
tors at the semi-annual meeting of 
the Pennsylvania Lumbermens Mu- 
tual Fire Insurance Company in Phil- 
adelphia. 


Clarence J. Krueger was appointed 
production manager for the paint di- 
vision of Pittsburgh Plate Glass Com- 
pany, E. D. Griffin, vice-president, an- 
nounced. Associated with the firm 
since 1927, Mr. Krueger has served 
as assistant divisional director of the 
Ditzler Color Division during the past 
three years. As production manager 
for the paint division, Mr. Krueger 
will have headquarters at the firm’s 
Pittsburgh, Pennsylvania, general 
offices. Plants operated by the divi- 
sions are at Houston, Cleveland, De- 
troit, Dayton, Milwaukee, Los Ange- 
les, Pittsburgh and Springdale, Penn- 
sylvania, Newark, New Jersey and 
Portland, Oregon. 


J. P. Hennessy recently resigned as 
general manager of The McCloud 
River Lumber Company, McCloud, 
Calif. Mr. Hennessy tendered his 
resignation because of illness. He had 
held the position of general manager 
since 1936 and for many years prior 
to that date was active in the com- 
pany’s management. He was em- 
ployed by the various associated com- 
panies of the Shevlin-McCloud Lumber 
Company, Minneapolis, since 1906. In 
1916 he became assistant general 
manager at Bend and has served in 
an executive capacity ever since that 
time. Mr. Hennessy is succeeded by 
Robert A. Murphy who has been as- 
sistant general manager since May, 
1945. 
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Plan Coverage for Overseas Markets 


With export sales and foreign mar- 
kets playing an increasingly impor- 
tant role in the combination screen 
and storm window industry, export 
and sales executives of The F. C. Rus- 
sell Company met with representa- 
tives Carlos da Silva, Jr., of Porto, 
Portugal (seated third from left) and 


Shown in the pic- 
ture are (left to 
right, seated) A. M. 
Repke, export man- 
ager, Lief Kielland, 
export sales man- 
ager, da Silva. 
Frank C. Russell, 
president, A. V. 
Padou, manager of 
awning division, 
and E. Schlussner, 
engineering head. 
Standing are W. A. 
Miller, assistant ex- 


Guido Alcalay, Paris, France (stand- 
ing at right) to plan more thorough 
coverage of the company’s overseas 
markets. Included in the discussion 
were plans for displaying the com- 
pany’s combination windows and 
metal awnings at a world industrial 
convention to be held in Paris next 
June. 


port manager, C. Morganstern, of the awning division, and Alcalay. 





New Extrusion Plant 


The opening about January first of 
a new extrusion plant by the R. D. 
Werner Co., Inc., at Greenville, Pa., 
marks the third expansion program 
of this company within the last four 
years. More than 50,000 square feet 
of additional floor space at the new 
plant will be used exclusively for the 
production of aluminum and magne- 
sium extrusions. The extrusion proc- 
ess has unique advantages as an 
economical and fast method of setting 
up pilot runs in small quantities of a 


R. D. Werner 
opens new extru- 
sion plant. 


special shape for market testing of 
new products and special attention 
will be given at the Werner plant to 
new product engineers seeking such a 
service. 

By combining the facilities of this 
new extrusion plant with the roll 
forming mills now in operation at 
Greenville, the R. D. Werner Co., ac- 
cording to statement of one of the 
company officers, will be able to offer 
a double service to all industrial users 
of roll formed and extruded shapes. 





Ideas Anonymous 

In some large companies (as in 
some small ones) when a new proj- 
ect or a change in technique is pro- 


posed in conference, the conferees 
often get concerned with “Whose 
idea is it?” rather than the idea 
itself. If it’s the president’s idea, the 
air gets moist with “yeses.” If it 
comes from some whippersnapper in 
the sales department, the atmosphere 
may be made almost as humid by 
snorts from the production depart- 
ment. 

To get equal consideration of all 
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ideas, regardless of source, one com- 
pany has all suggestions for confer- 
ence consideration typed on plain 
paper and read by a secretary. Few in 
the conference, if any, know for cer- 
tain where they derive from and, like 
the Supreme Court, the newest mem- 
bers of the conference are required 
to give their opinions first. 

Office politics are in a state of con- 
fusion, but ideas from unexpected 
sources, get hashed over with free- 
dom and are sometimes adopted with 
profit.—Horizons. 


Companies ounounce 


Marvin Greenwood, general sales 
manager of The Celotex Corporation 
announced the following personnel 
changes in the company’s sales organ- 
ization: Herbert E. Mansfield, for- 
merly manager of the Pittsburgh 
Branch, has been appointed manager 
of the Philadelphia Branch. He suc- 
ceeds T. Pelzel, who is retiring after 
22 years of continous service with 
the corporation. George L. Higgins, 
formerly assistant manager of the 
New York Branch, becomes manager 
of the Pittsburgh Branch, and Ed- 
ward C. Duer, formerly assistant 
manager at Philadelphia, succeeds 
Mr. Higgins as assistant manager of 
the New York Branch. 





Charles T. Snow, 3717 State Street 
Drive, New Orleans, La., is represent- 
ing the Geo. P. Reintjes Company, 
Kansas City, in the sale of its arches 
and walls. Mr. Snow will cover the 
states of Louisiana, lower Missis- 
sippi, the southern part of Alabama 
and the state of Florida. 


W. H. Belk, Jr., Belk Brothers Com- 
pany, Charlotte, N. C., and Louis C. 
Fischer, A. H. Fischer Company, 
Charleston, S. C., were elected direc- 
tors at the semi-annual meeting of 
the Pennsylvania Lumbermens Mu- 
tual Fire Insurance Company in Phil- 
adelphia. 


Clarence J. Krueger was appointed 
production manager for the paint di- 
vision of Pittsburgh Plate Glass Com- 
pany, E. D. Griffin, vice-president, an- 
nounced. Associated with the firm 
since 1927, Mr. Krueger has served 
as assistant divisional director of the 
Ditzler Color Division during the past 
three years. As production manager 
for the paint division, Mr. Krueger 
will have headquarters at the firm’s 
Pittsburgh, Pennsylvania, general 
offices. Plants operated by the divi- 
sions are at Houston, Cleveland, De- 
troit, Dayton, Milwaukee, Los Ange- 
les, Pittsburgh and Springdale, Penn- 
sylvania, Newark, New Jersey and 
Portland, Oregon. 


J. P. Hennessy recently resigned as 
general manager of The McCloud 
River Lumber Company, McCloud, 
Calif. Mr. Hennessy tendered his 
resignation because of illness. He had 
held the position of general manager 
since 1936 and for many years prior 
to that date was active in the com- 
pany’s management. He was em- 
ployed by the various associated com- 
panies of the Shevlin-McCloud Lumber 
Company, Minneapolis, since 1906. In 
1916 he became assistant general 
manager at Bend and has served in 
an executive capacity ever since that 
time. Mr. Hennessy is succeeded by 
Robert A. Murphy who has been as- 
sistant general manager since May, 
1945. 
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$. E LACKEY LUMBER CO. 


Forest, Miss. 


SPECIALIZING IN 


Quick Shipments of straight and Mixed Cars of 
both 


KILN-DRIED AND AIR-DRIED 
YELLOW PINE BOARDS 
DIMENSION AND SHED STOCK 


Also 
Southern Hardwoods 








Through your Wholesaler or Commission Man 
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SECOND 
& THIRD 


GRADE 
MAPLE 
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J. W. WELLS LUMBER CO. 


Menominee, Mich. 


FOR LOW COST HOMES 


Don't pass up this opportunity to 
save your customers money on good 
value flooring. Diamond Hard second 
and third Grade Flooring is unex- 
_ celled for wearability. Recommend it 


for homes, factory installation, ware- 
houses, institutions, etc. 
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a Specialists in Oak Floor- - 
» ing. General wholesal- ~~ 





=~ ers of all lumber items. =~+.. 
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/ Contact us on your _ [= 
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215 R. A. Long Bldg 
Kansas City 6 Mo 
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NEWMAN BROTHERS, Inc. 
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FOR OVER I/ YEARS 
THE CHOICE HAS BEEN 












Time-proven wood protection against ter- 
mites and decay: It not only allows the sur- 
face to be painted or varnished, but also 
retains its full toxic value year after year. 
Wherever PAR-TOX is used, mills, dealers 
and consumers have found it an economi- 
cal measure for protection of investment. 
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Specify “PAR-TOX treated” 
on your next order. 


er te ee 


Over three-quart- 
ers of a century 
of proven depend- 
ability. 


"IRA PARKER & SONS CO. 


OSHKOSH, WISCONSIN 











HARDWOOD FLOORING 


In straight cars or mixed with air 
oak dried Yellow Pine Boards and 
beech Dimension. Best of manufacture. 
Satisfaction that will bring you 

pP ecan back for more. 


ash a 


For prompt attention on your needs 
phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 1885 
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OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Man ufactu rers of 
WOODWAY 


VENETIAN BLIND—SLATS, 
RAIL & FASCIA 
MOULDINGS—ST’D & SPEC. 
FURNITURE DIMENSION: 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 
READY-TO-ASSEMBLE 





WE SPECIALIZE IN BASS 
WOOD AND PONDEROSA. 
INE; OTHER NORTHERN 
HARDWOopDs AVAILABLE. 








WOODWAY quality, 
means 
Extra Profits 
for YOU 





“The Good Way to Ruy 
« RON 











INSULATION DEALERS 
WANT 
the 7-PLUS VALUES of 
UNITED STATES 
MIN 








It's Economical, Fire Repellent, Vermin 
Repellent, Moisture Proof, Indestructible, 
Insured, Backed by 75 years of Know-How. 
In Batts @ Blankets @ Loose Wool 
Pouring Wool 
A Proven Product for 75 
Years. Available in mixed 
truck loads and car loads. 
Send for samples and 
prices today. 
“Keeps heat where it belongs” 


UNITED STATES MINERAL WOOL COMPANY 
South Milwaukee, Wis. Stanhope, N. J. 
Mail Coupon Today! 

UNITED STATES MINERAL WOOL CO. 

Department S-22 

South Milwaukee, Wisconsin 

Please send me insulation literature to- 
gether with sample Batts, Pouring Wool, 
and Loose Wool. 


Name 
Street 
City 














The Bradley Lumber Company of 
Arkansas announces the appointment 
of Forrest W. Girdner as manager of 
sales for its hardwood flooring and 
pine departments, succeeding R. W. 
Hanly; resigned. Mr. Girdner is no 
stranger to his new position. Actu- 
ally, he is renewing his previous asso- 
ciation of 21 years with the Bradley 
interests, interrupted only four years 
ago. At that time he entered busi- 
ness for himself as partner in ‘the 
Fordyce Wood Products Company, 
Fordyce, Ark. Early in 1948 he dis- 
posed of his holdings in that concern 
to become associated with the Temple 
Lumber Company, Pineland, Tex., 
from which he resigned recently to 
accept his new position with the 
Bradley Company. 


A. Y. Decker of East St. Louis, Ill. 
has been appointed district sales rep- 
resentative for the Door Department 
of The Mengel Company, Louisville, 
Ky., it was announced by Donald H. 
Gott, Door Sales Manager of the 
company. Mr. Decker will be active 
in the Denver, Kansas City, St. Louis, 
Louisville, and Memphis trading areas. 
He will make his headquarters in St. 
Louis. 


Sterling Melcher, with 15 years’ ex- 
perience in the hard surface flooring 
field, has been appointed to the staff 
of the Builders’ Supply & Flooring 
Department of the Goodyear Tire & 
Rubber Company, Akron. 


Harold R. Linebaugh was named 
assistant to the president of The 
F. C. Russell Company, according to 
Frank C. Russell, president of the 
Cleveland company. Mr. Linebaugh 
will be concerned primarily with sales 
management. 


Howard D. White, executive vice- 
president of the Liquefied Petroleum 
Gas Association, has resigned to be- 
come associated in a newly organized 
business at Albuquerque, N. M. He 
will be one of three owners of the 
Perlite Development Corp., which will 
manufacture industrial furnaces for 
the processing of perlite and develop 
new applications for the mineral. 
Perlite is a voleanic glass used prin- 
cipally for light-weight plaster 
aggregates, building blocks, insula- 
tion, fireproofing and soundproofing. 


Beatrice West has been appointed 
Director of Interior Design and Color 
Coordination of the Rahr Color Clinic, 
9 East 56th St., New York 22, N. Y., 
Frederic H. Rahr, president, an- 
nounced. Formal announcement of 
Miss West’s affiliation with the Clinic 
was delayed pending completion of 
her work as color coordinator and 
decorator for Levitt and Sons, Inc., 
world’s largest home builders. Miss 
West was responsible for exterior 
and interior color coordination of the 
4500 houses being built this year 
at Levittown, and for the community 
recreation area and decoration of 
Model homes as well. 


Carl H. Berglund, former plant 
manager and treasurer of Northwest 
Door Company, Tacoma, has opened 
his own office there to specialize in 
audits, systems and taxes. 


Robert F. Anthony was named di- 
rector of advertising and sales pro- 
motion of the Plumbing Ware Divi- 
sion of the Briggs Manufacturing 
Company, Detroit, according to E. 0. 
Brady, general manager. He was 
formerly in charge of advertising 
and sales promotion for Lumber Fab- 
ricators Incorporated, Detroit and 
WJR, Detroit. 


C. Edward Stout, Atlanta newspa- 
perman was named southern manager 
for American Forest Products Indus- 
tries, Inc. Mr. Stout, formerly in- 
formation and education chief for the 
Georgia Forestry Commission, will 
maintain headquarters in New Or- 
leans, at 1033 Canal Building. He 
succeeds Clyde J. Baser who is re- 
tiring to operate citrus groves in 
Florida. A graduate of the Univer- 
sity of Georgia’s school of journalism, 
Mr. Stout is a former editor and pub- 
lisher of the Warm Springs (Ga.) 
Mirror and farm editor of The At- 
lanta Journal. 


C. H. Collier, Jr., eastern truck 
sales manager for the Hyster Com- 
pany at the Peoria, Ill. factory an- 
nounced the following personnel 
changes. John Mitchell, formerly 
retail salesman in the Hyster Chicago 
store, has been promoted to the 
position of district manager of truck 
sales for the northeastern section of 
the country. John Cusick has been 
named lift truck sales district man- 
ager responsible for the central 
portion of the United States. Also 
named to position as district man- 
agers are W. J. O’Brien in the south- 
western territory, C. E. Houston in 
the northwest district and Fred 
Schultz in the southeastern part of 
the United States. 


A. F. Crone, Wood Conversion rep- 
resentative, has been for some time 
serving North Texas territory for 
Balsam-Wool, Nu-Wood, and Tufflex 
products. The announcement was 
made by J. M. Godley, Southwestern 
District manager. Mr. Crone has 
been with the company for six years 
as a salesman of building products 
in the Illinois and Iowa area. Wood 
Conversion Company, manufacturers 
of structural and blanket insulation, 
has its main offices in St. Paul, with 
plants at Cloquet, Minn. 


Henry T. Bourne, vice-president and 
general sales manager of Sargent & 
Company, New Haven, Conn., has 
announced the appointment of Robert 
Trefcer to the new position of 
western sales manager. Mr. Bourne 
explains that the company’s rapidly 
increasing business in the eleven most 
western States and western Canada 
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has made necessary the establishment 
of this new executive position. Mr. 
Trefcer has spent his entire business 
life with Sargent & Company except 
for a period of three years in the 
armed services. He has most recently 
been the company’s sales representa- 
tive in the Pacific Northwest, where 
he will be succeeded by Stuart L. 
Owen of Seattle. 


Lester R. Wroble has been appoint- 
ed assistant sales manager of The 
tichkraft Company of Chicago, manu- 
facturers and distributors of rein- 
forced building papers and road cur- 
ing blankets. His new position as as- 
sistant to President Franklin A. Rich- 
ards, specifically will involve hiring 
and training Richkraft salesmen, dis- 
tributor contact and appointment and 
training dealer salesmen. Mr. Wroble 
joined the Richkraft organization in 
1945 as advertising manager. 


Southern States Iron Roofing Com- 
pany, Savannah, Ga., has been ap.- 
pointed a _ distributor of Reynolds 
Lifetime Aluminum Mill Products 
and Architectural Shapes. The com- 
pany will stock sheet, plate, rod, 
wire, bar, and shapes in a wide range 
of sizes, thicknesses, alloys and 
tempers. 


The Indianapolis Warehouse of the 
Berger Manufacturing Division, Re- 
public Steel Corporation, Cleveland, 
Ohio, is now open to serve jobbers 
of sheet metal, building products and 
equipment products, such as shelving, 
cabinets for kitchens, office equip- 
ment and tool room equipment, ac- 
cording to R. W. Helms, general 
manager of sales. Lewis H. Cook, 
district manager, is handling the sales 
of Building Products and R. N. Grif- 
fith, district manager, handles the 
sales of Equipment Products. 


Protective Papers, Inc., Union, III., 
has appointed Donald’s, Inc., Port- 
land, Ore., as sales representative 
for Leatherback All-Purpose Building 
Paper in the 11 western states of 
California, Oregon, Washington, Ari- 
zona, New Mexico, Utah, Colorado, 
Idaho, Montana, Wyoming, and 
Nevada and the territories of Alaska 
and Hawaii. Home office of Donald’s, 
Inc., is in Portland, Ore. Sales offices 
are located in San Francisco, Seattle, 
and Salt Lake City. 


The Porter-Cable Machine Com- 
pany, Syracuse, N. Y., announces the 
appointment of S. M. Jankowski, 2 
Cedar Hill Ave., New Haven, Conn., 
as district sales representative in 
western Massachusetts and eastern 
Vermont. Mr. Jankowski has repre- 
Senied the firm in Connecticut for 10 
years and will continue to handle this 
area. He will handle Porter-Cable’s 
full line of Speedmatic and Guild 
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Tools. Homer R. MacBain whose of- 
fices are located at 192 Brighton Ave., 
Boston, Mass., and 898 Eddy St., 
Providence, R. I., was appointed 
district sales representative for the 
state of Maine. Mr. MacBain has 
represented the Porter-Cable Ma- 
chine Company in eastern Massachu- 
setts, Rhode Island and southeastern 
New Hampshire for more than 12 
vears. He will continue to handle 
this territory assisted by Kenneth R. 
Bunten and Wendell R. Totman who 
will be located in the Boston offices. 


_— 


The Huttig Sash and Door Com- 
pany, Inc., Dallas, Tex., has been ap- 
pointed wholesaie-distributor of In- 
sulite building products. The Insulite 
line, sold entirely through lumber and 
building material dealers, includes 
structural insulation board, insulating 
wool and hardboards. John B. Sher- 
wood of Dallas, Tex., has been ap- 
pointed as a territory representative 
by Insulite and will work with the 
Huttig organization in merchandising 
the Insulite line. 


The Lowe Brothers Company, paint 
and varnish manufacturers, Dayton, 
Ohio, announce the promotion of 
three men in their sales division. R. 
L. McPherson, formerly assistant 
sales manager, has been appointed to 
the position of general sales manager 
suceeding L. L. Anderson who has re- 
signed. Mr. McPherson will direct 
the sales and merchandising of all 
Léiwe Brothers trade sales, industrial, 
painters and maintenance paints 
throughout the United States. The 
duties formerly performed by Mr. Mc- 
Pherson will be handled by W. C. 
Rhodes, former southern district man- 
ager. Mr. Rhodes will become trade 
sales manager in the company’s sales 
division. Named to fill the post of 
southern district manager is T. H. 
Hollimon, formerly district sales man- 
ager under W. C. Rhodes. 


Reynolds Metals Company, Louis- 
ville, has announced several personnel 
changes in its Pigment Division. A. 
P. Fleming, formerly in the Philadel- 
phia office, has been transferred to 
New York as sales manager. F. W. 
Allsmiller, assistant sales manager, 
has been transferred from New York 
to Louisville. J. W. Macauley of the 
New York office has been assigned to 
Philadelphia and Pittsburgh terri- 
tories. E. F. Reilly has been trans- 
ferred from San Francisco to Kansas 
City. A. H. Kleinfeldt has been made 
assistant to Gordon M. Babcock, the 
technical director. 
now in charge of the sales service in 
the New York office, and L. V. Sheain 
has been transferred from the Pig- 
ment Division to the newly-formed 
Chemical Division. 


National Casein Company, Chicago, 
has announced the appointment of 
Bart H. Thielges as middlewest dis- 


L. H. Besten is. 


trict sales manager for adhesives. 
Mr. Thielges has been with the com- 
pany for several years as a technical 
salesman.’ His addition to the execu- 
tive staff will enable Dr. Thomas H. 
Cook, director of all adhesive policies 
of the company, to concentrate his 
efforts in the fields of research. 


Masonite Corporation, Chicago, has 
announced changes in organization: 
Edward H. Karer became manager of 
production planning in the company’s 
wood fiber hardboard plant at Laurel, 
Miss. Before joining Masonite, he 
was with Balmer Corporation of Bal- 
timore. F. O. Marion, assistant man- 
ager of industrial sales the last two 
years, has been advanced to assistant 
general sales manager in the com- 
pany’s general office at Chicago. J. R. 
Nunn, formerly assistant manager of 
the central industrial sales division, 
has succeeded Mr. Marion. J. J. Al- 
legretti, formerly an industrial sales- 
man, has succeeded Mr. Nunn. 





Obituaries... 





Truman E. Palmer, Eastern sales 
manager of The Malta Manufactur- 
ing Company, Malta, Ohio, died from 
a cerebral hemorrhage on November 
13, at the Sheltering Arms Hospital, 
Athens, Ohio. Mr. Palmer had spent 
almost his entire business career in 
the lumber and millwork industry 
after his graduation in 1926 from 
the Benjamin Franklin University in 
Washington, D. C. He was a mem- 
ber of the Washington Board of 
Trade and quite active in civic and 
trade activities. 


L. P. Lewin, 78, Cincinnati, Ohio, 
died December 9. With his passing 
the industry lost an outstanding ad- 
vocate of National Organization to 
give the individual lumber and build- 
ing material dealer voice in national 
affairs. As a lumber dealer L. P. 
Lewin gave unstintingly of his time 
and personal resources to the building 
and maintenance of both state and 
national organizations representing 
lumber and building material dealers. 
He was president of the Ohio Asso- 
ciation of Retail Lumbermen from 
1921 to 24. He then served a four year 
term as president of the National Re- 
tail Lumber Dealers Association, 
1927-30. During the trying days of 
the depression he held the post of 
treasurer of the National Retail Lum- 
ber Dealers Association for four more 
years, 1933-36. During his active days 
in the industry Mr. Lewin was associ- 
ated with his two brothers, Henry J. 
and Adolph M. Lewin, in the opera- 
tion of the A. M. Lewin Lumber Com- 
pany, Cincinnati, Ohio. L. P. Lewin 
had been retired four years and the 
A. M. Lewin Company liquidated. 
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ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman 6 Building Products 
Merchandiser is published every other Satur- 
ey- It publishes the largest strictly classi- 
fied advertising section in its field. 
All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. dvertisements are set in unilorm 
6 point le. No cuts or special borders 
allowed. lease indicate classification de- 
sired. blisher reserves right to classify. 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 
Terms — Cash With Order 

Minimum Charge §2.00 
Rates: 
1 Time —10c per word for each insertion 

inimum charge of 50c per line 
3 Times —9c per word for each insertion. 
inimum charge of 45c per line. 

6 Times — 8c per word for each insertion. 

Minimum charge of 40c per line. 
26 Times — 7c per word for each insertion. 

Minimum charge of 35c per line. 
For advertisements bearing box number count 
five extra words. There are approximately 
5 words to a line and when less are specified 
er used. regular line rate is charged. 
When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St.. Chicago 2. Ill 


HELP WANTED 


Man wanted, capable drawing small home 
plans, taking material list. office work and 
counter trade. State age. salary and qualifi- 
cations. Suburban Chicago. Address Box 
W-49, American Lumberman, Inc. 

















SPECIALTY SALESMEN 


“ASPHALT SEAL” is a new revolutionary 
product that stops bleeding and crumbling. 
restores. paints and weatherproofs dirty. 
weatherbeaten asphalt sidewall and _ roof 
shingles. Developed to fulfill the unlimited 
consumer and applicator demand, this spe- 
cialty is an excellent winter item and assures 
repeat sales and profits. A few choice terri- 
tories are open for representation. Write for 
particulars to ASPHALT SEAL Division, Dewa- 
tex Manufacturing Corporation, 424 West 42nd 
Street. New York 18, N. Y. 





Wanted: By small town lumber yard, young 
man for office and yard work, to sell and wait 
on customers. Address Box W-62, American 
Lumberman, Inc. 





Wanted man with hardwood inspecting and 
contacting experience with mills in the Appa- 
lachian territory. Good position with good 
salary for the right man. Give full details, 
experience and age in reply. 

Address Box W-61, American Lumberman, Inc. 





WANTED: Experienced lumber yard manager 
in Detroit area. Good community—well estab- 
lished yard—living conditions best. Man must 
be middle-aged, good salesman, have good 


habits, good background. Apply Box No. 
W-31, American Lumberman, = pte 





MITLWORK estimator and draftsman, prefer 
middle aged man highly experienced. Excel- 
lent wages and working conditions if properly 
qualified. Give age. experience data and all 
other information in detail. Whelan Lumber 
Co., Inc., Topeka, Kansas. 
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HELP WANTED 





SITUATIONS WANTED 








WANTED: Pittsburgh Wholesaler wants _expe- 
rienced salesman to sell Industrial Trade. 
Give age, experience and salary expected. 
Address Box W-34, American Lumberman. Inc. 





Lake County, Indiana, wanted yard superin- 
tendent for retail lumber yard handling lum- 
ber, millwork, building material and coal. 
Good wages and working conditions. Address 
Box W-60, American Lumberman, Inc. 





EXECUTIVES—ARE YOU CONTEMPLATING A 
CHANGE? Then why trust to luck in locating 
your new position? Let us tell you about our 
service which is an economical, effective and 
confidential method of opening the door of 
opportunity with the right employer. For full 
particulars without obligation write HINES 
EXECUTIVE SERVICE, Department “‘O”, 901 
Douglas Building, Chicago 4, Illinois. 





WHOLESALE LUMBER SALESMAN 
To represent large southwestern ponderosa 
pine manufacturer in state of Michigan. 
Largely industrial stock to offer. Excellent 
salary and commission to experienced man. 
Give full details in first letter. Your confi- 
dence respected. Address Box W-56, Ameri- 


can Lumberman, Inc. 





Lumber Mill Superintendent 
One with knowledge of house building mate- 
rials and experienced in handling a crew of 
200 or more. Plant located in central west. 
Address: The Aladdin Company. 202 Davison 
Building, Bay City, Michigan. 





Lumber purchasing agent familiar with South- 
ern and West Coast mills. State age, salary 
expected and references. An excellent oppor- 
tunity for the right man. 
Brown-Graves Co. 7 
191 E. Miller Ave. Akron 1, Ohio 
WANTED: Experienced hardwood _ whole- 
saler for Chicago and vicinity. Excellent op- 
portunity; no investment. 
Mr. Chas. Gill 
1811 Pratt Blvd. Chicago 26, Ill. 
WANTED SALESMAN 
by large manufacturer and wholesaler of 
Yellow Pine, Hardwoods and Western Woods. 
One each for Northern Illinois, Central Indi- 
ana, Western Michigan, Iowa and Missouri. 
Excellent opportunity for good producer. 
State age. experience, references, Address 
Box W-64, American Lumberman, Inc. 


SITUATIONS WANTED 


Position wanted—Lumber salesman, whole- 
sale or retail—26 years European importing 
and exporting experience. Address Box W-47, 
American Lumberman, Inc. 

















Experienced lumber salesman wishes to make 
direct mill connections with manufacturers of 
West Coast, Yellow Pine and Graded Hard- 
wood products. Commission basis only. 
Covering Northwestern Ohio and New York. 
Address Box W-39, American Lumberman, 
nec 





Experienced retail lumberman, 32 years old. 
good background, desires to make change 
January Ist. Prefers salary and profit shar- 
ing or bonus plan. 12 years experience. Ad- 
dress Box W-45, American Lumberman, Inc. 





Competent retail lumber yard manager. 25 
years experience all phases of lumber busi- 
ness, 44 years, married, family, desires posi- 
tion as manager of city yard of substantial 
volume or one with heavy potential volume. 
Capable of operating in a highly competitive 
situation. Now employed but wish to make 
a change. Address Box W-54, American Lum- 
berman, Inc. 


MILLWORK SUPERINTENDENT 
Detailer-Biller. Years of experience, manu- 
facturing fine detailed and stock millwork. 
Good expediter. Address Box V-4l, American 
Lumberman, Inc. 








WANTED 
POSITION GENERAL MANAGER 


Twenty-three years experience as Executive 
in large three yard City Retail Lumber and 
Millwork Plant; supervised whole operation. 
Trained salesmen, estimators; did all buying 
for mill employing average 180 men; have 
line yard experience; personal acquaintance 
with Southern Hardwood and Pine Mill own- 
ers. Now employed, City Operation, as Gen- 
eral Manager, also Officer and Director of 
Company. Future growth limited so desire 
change. Want permanent connection. Ad- 
dress Box W-63, American Lumberman, Inc. 


SALES REPRESENTATION 
WANTED 


DISTRIBUTORS OR MANUFACTURERS 
AGENTS—if you call on wholesale hardware 
and lumber companies, you'll find our Alu- 
minum Mouldings and Trims a profitable tie- 
in with your present lines. Good territory 
open now. Write: 
Reliance Aluminum Trim Corp. 
176 W. Adams St. 
Chicago, Illinois 














WANTED—REPRESENTATIVES 
Established oak flooring manufacturer—mem- 
ber NOFMA—wants responsible and capable 
representation in Ohio, Pennsylvania, New 
York and New England. Address Box W-S3, 
American Lumberman, Inc. 


_ WANTED: REPRESENTATIVES 
Established manufacturer of successful com- 
bination sash balance and weatherstrip de- 
sires add several responsible sales repre- 
sentatives now calling on millwork plants 
and retail and wholesale lumber dealers with 
Planing mill facilities. Exceptional oppor- 
tunity. Please state territory interested in. 
— Box W-30. American Lumberman. 
ne. 








WANTED 
MANUFACTURERS’ REPRESENTATIVES 


to list their names with us. We are having 
constant calls from manufacturers of various 
building products and machinery for quali- 
fied representatives to sell the wholesale and 
retail lumber dealer and sash and door trade. 
Manufacturers’ agents interested in taking on 
additional lines should write us at once. 
stating— 

l. Experience. 

2. Territory covered. 

3. Types of products now handled. 

4. Types of products sought. 

AMERICAN LUMBERMAN. INC. 

139 N. Clark St., Chicago 2, Ill. 


WANTED TO BUY — 
MISCELLANEOUS 


RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
1859A Railway Exch. Bldg., St. Louis 1, Mo. 

















Position Wanted as manager or assistant 
manager. 26 years experience all phases re- 
tail lumber yard operations. Married, good 
health and habits, thoroughly competent. Go 
anywhere. Address Box W-59, American Lum- 
berman, Inc. 


EXECUTIVE—WANTS CHANGE 
As plant manager or superintendent of saw 
mill operation and would like personal inter- 
view with interested party if not too far away. 
Address Box W-51, American Lumberman, Inc. 











MANAGER, general or sales, experienced and 
capable in wholesale building material and 
alien field will build business for sound 
new firm or firm requiring new executive 
leadership in return for opportunity to share 
in ownership and profits. Western states pre- 
ferred. Replies confidential. Address Box 
W-58, American Lumberman, Inc. 





STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 
MIDWEST STEEL CORPORATION 
Charleston, W. Va. 





Any one having knowledge of present 
whereabouts of Irving Vernon Black, roofing 
and siding contractor, one time resident © 
State of Montana, please write to Box W-2: 
American Lumberman, Inc. 


— 


USED MACHINERY WANTED 


Wanted to Buy = 
Rebuilt Double End Tenoner in Top Condition. 
Mail price and description. 
HURD-MOST SASH & DOOR CO. 
Dubuque, Iowa 
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LUMBER & DIMENSION 
WANTED 


— _ 


WANTED Carloads of soft textured lumber, 
cut in lengths from 3 ft. to 6 ft., having 
widths 2° to 4’ wide. Write for complete 
specifications. Cavaler Spring Co., Inc., 670 
Seary Street, Detroit, Michigan. 











Wanted by Michigan Wholesaler gets con- 
nection to emer straight cars Ponderosa 
Pine Inside Door Jambs and straight cars of 
mouldings. 


Also seeking two or three good mills to fur- 
nish Douglas Fir 2 x, ‘, and Random 
lengths Dimension and boards, White Fir 


same. 
Address Box W-55, American Lumberman, Inc. 





Wanted—Several cars K.D. Yellow Pine, Gum 
or Redwood Bed Slats EE. Bernard Sales Co., 
St. Paul, Minn. 


BUSINESSES WANTED 














Lumber Yard or Building Material Yard in 
Chicago or Metropolitan area. Desires going 
business. but will consider all offers. Address 
Box W-52, American Lumberman, Inc. 








BUSINESS OPPORTUNITIES 
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Successful experienced manufacturer's agent 
covering entire territory west of Mississippi 
River for large eastern manufacturer seeks 
additional kindred line to sell to wholesale 
jobbers of building materials. Prefer line of 
window and door units, cabinets, moldings, 
etc., but will consider any oriented volume 
line. Territory completely established and 
only calling on top-rated jobbers. Commis- 
sion only. References exchanged. Address 
Box V-45, American Lumberman, Inc. 





FOR SALE—BY OWNER 


Profitable, aggressive, hardwood firm. Ideal 
middlewest location. omar yard— 
kilns—heated lumber storages—modern saw- 
mill—boiler plant—office building—land. In- 
ventory optional. Equipment excellent con- 
dition. Established half century—going op- 
eration—never offered before—owner retir- 
ing. Seasoned personnel will stay on. Price 
open, reasonable. Earnest buyer and owner 
will appraise. Reply Box DKB, c/o American 
Lumberman, Inc. 





To manufacturers of Lumber or Millwork: 
I will intelligently represent you to the whole- 
sale, industrial, or retail trade, straight com- 
mission without draw. Twenty years success- 
ful merchandising experience. Am opening 
sales office at Erie, Pa. Cover Western Penn- 
sylvania, Western New York and Northeast- 
em Ohio. References and credentials fur- 
nished to those interested. H. L. Davis, Box 
26, Bedford, Penna. 





LUMBER YARD—HARDWARE 
Sales $5,000 month; old establishment; excel- 
lent location; Indiana town; complete stock 
hardware; railroad siding; five buildings, 
sales room; $50,000 inventory; no competition; 
opportunity expand; price reasonable. 
APPLE COMPANY, BROKERS, CLEVELAND, O. 


BUILDING PAPER FOR SALE 

















To Lumber Dealers Only 
Write for samples & prices 
Hosking Paper Co., Wilmette, III. 





WANT TO SELL OR BUY 
LUMBER 


MACHINERY 
EQUIPMENT 


You'll find your best market 
amo “s American Lumber- 
man Building Products 
Merchandiser’s 22,000 
readers. 


The cost is low—10 cents 
per word — $6.00 per inch — 
less for consecutive inser- 
tions. 


To reach the next issue mail 
your copy now to: 


SE SSN 


c. 
139 North Clark Street 
Chicago 2, 


Buipinc Propucts MERCHANDISER. 


BOOKS FOR SALE 





BUSINESSES FOR SALE 








Lumber Measure—Self Instruction Book $1.00. 
S. F. & L. F. Non-calculating cash sale Lum- 
ber Reference Chart $1.00. Lumber Measure- 
ments, Box 8911, Philadelphia 35, Pa. 





PRACTICAL PLANS FOR MODERN HOMES— 
features low and medium price homes. Use 
this 81/2°’xll’’. 36 page book for distribution to 
new building prospects in your trading area. 
Contains 50 actual photographs and floor 
plans of real houses that have been built 
and proved successful. Blueprints, bill of 
materials and specifications available for all 
these homes. pecial low — on plan 
books to retail dealers only: 1-24 copies, 20c 
each; 25-49 copies. 15c each: 50-99 copies, 
12%4c each: 100-499 copies. 10c each; 500 or 
more copies, 8c each. Order direct from 
AMERICAN LUMBERMAN, INC., 139 N. Clark 
Street, Chicago 2, Ill. 





HANDY LUMBER CALCULATOR—use the 
tables to convert lineal feet to board feet 
easily, quickly and accurately. Also esti- 
mated weights of lumber, log rules and 
other useful tabulations. 64 . pocket 
size. 50c a copy. peas Order direct from 
AMERICAN L . INC., 139 N. Clark 
Street, Chicago 2, Illinois. 


MISCELLANEOUS — FOR SALE 


CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn. 


Advertising Yardsticks 
Basswood and Hardwood. Reasonable 


prices, prompt delivery. F. M. Mosedale 
Co., St. Charles, Ill. 


Plywood. Any part of two hundred thousand 
surface feet. Interior. All pieces four feet 
long. 4” 34” 1/2” 5g” 84"x11/2” wide. Charles 
Cross, Owner, Oshkosh, Wisconsin. 




















TRUCK LETTERING AND TRADEMARK decals 
made for your trucks. Easy to apply, uniform, 
distinctive, economical for small or large 
needs. Write for catalog. Mathews Company, 
827 S. Harvey. Oak Park, Ill. 


LUMBER & DIMENSION 
FOR SALE 


DRY PONDEROSA CLEATS 


We are desirous of an outlet for lengths 25°’ 
and shorter, in thicknesses 5g"", 34°°, 7/3°’: 
widths 134", 15’, 1%/"".. These lengths are 
clear stock, bundled, steel strapped, cut to 
exact length as specified. 


e W. Myers Company, Canton, Ohio 





























White Oak Block Flooring 
8”x8”x11/16” glued up blocks, tongue and 
rooved, mostly quarter sawed. distinctive 
coring at popular price. Independent Stave 
Co., P.O. Box 104, Lebanon, Mo. 





THE BUCHANAN LUMBER 
COMPANY 


CUMBERLAND, MD. 
Manufacturers 
° 
Millwork of } a eel Quality 


om 
Appalachian Hardwoods and All 
Species of Softwoods 


Quick Service 
CL or LCL Shipments. 


Special Cut - to - len Mouldings 
and Trim Stair Treads and Railing 
—Plank Flooring—Wall Paneling— 
Door Sills—Thresholds. 


Special Windows, Doors, and 
Frames for Schools, Homes, and 
Industrial Buildings. 





FOR SALE—Black Walnut, Wild a aah Yel- 
low Poplar lumber 4/4 to 10/4. Write for de- 
og prices. TRUMAN HELMUTH, PIKETON. 





Retail yard, land, building, living quarters, 
on Seattle-Tacoma Highway. Good business. 
Good ~ $10,000 down. Rt. 2, Box 317-I, 
Tacoma, Wash. 





Lumber Yard for sale or lease. Very cheap. 
Located 15 miles from San Francisco, Cali- 
forina. Net sales last year $149,900. Reason 
for selling. other interest out of state. Ad- 
dress Box V-46, American Lumberman, Inc. 





SOUTHWEST YARDS 

Selling highl poet chain yards located 
in Texas an ew Mexico. Real yards and 
good inventories located in good towns. Year 
round good climate.  Selli g price over 
$900,000. 0 Would be real buy for West 
Coast mill desiring volume outlet. Owner's 
now in oil business, reason for selling. Would 
consider terms. Send financial references if 
interested. Address Box W-44, American 
Lumberman, Inc. 





FOR SALE—Lumber yard and Hardware Store 
small town Northwest Missouri. On paved 
roads and main line railroad. Annual sales 
gf to fifty thousand dollars. Address Box 
W-57, American Lumberman, Inc. 








USED MACHINERY FOR SALE 








FOR SALE: One 26” Whitney Surfacer with 
SV belt drive—15 H.P. motor—3 phase. V. M. 
ta eee 7 No. Loder Avenue, Endicott, 





FOR SALE 


1—9" Star Cugainghes Right Hand Band Mill 
with Filer & Stowell 3 block carriage 
equipped with Martin Air Dogs together 
with 14° gun, loaders, kickers, edger. trim- 
mer, motors, switches, etc. Detailed de- 
scription and price i furnished on 
request. All equipment in first class oper- 
ating condition. 
THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 





DRY KILN TRUCKS, any length, with roller 
bearings. MIGHTY MIDGET CO., 1481 Park- 
way. Alliance, Ohio. 





1—28”x48” Filer & Stowell Right Hand Corliss 
Engine, heavy ag | frame Rolling Mill Type. 
16’x50” Cast Iron Flanged Wheel. Complete 
with oiling system. Equipped with 111 it. of 
46”x3 ply Leather Belt. In first class oper- 
ating condition. Other detailed information 
and price will be furnished cn request. The 
Shevlin-Hixon Company, Bend, Oregon. 





CATERPILLAR ANGLEDOZERS, POWER UNITS 
TRACTORS & WINCHES 


Caterpillar R5 with Angledozer. 

Caterpillar D4 with dozer. Wide Gauge. 

Caterpillar “50° with Angledozer. 

Allis-Chalmers ““M’ with Clamdozer. 

Allis-Chalmers ‘“‘M’’ with Hough front end 
loader, 3/4 yard bucket. 

Le Roi 60 to H. P. Power Units. 

Gas and Diesel Air Compressors. " 

D6 and D2 Winches and all makes of logging 
tractors. All rebuilt and aranteed. 

Low prices. O. C. Evans, Mt. Sterling. Ky. 





FOR SALE 
One UNION IRON WORKS 84°’ CHIPPER com- 
plete with two sets of knives and bed plate. 
Also one No. 45 DIAMOND HOG. 
THE BAKER WOOD PRESERVING CO. | 
Huntington Bank Bldg. Columbus 15, Ohio 





#3 American Sawmill, with 100 h.p. G.M. 
Diesel, V-Belts and sheaves, two Simmons 
saws, and #0028 Wheland Edger. Only 
sawed 300 M ft. Cost $7200.00. Will sacrifice 
for $4100.00. Write: Peaceful Valley Coal & 
Lumber Co., Box 73, Meadville, Pennsylvania. 





For Sale: 1 used 8’’ Greenlee 4 side sticker, 
belt driven, in good condition, Shimer heads. 
suitable for mouldings, S 4 S, —. or 
T & G. assortment of knives included. Buch 
wee Port Washington, Wisconsin. 
el. : 


57 








THE A.B. CARROLL 
LUMBER COMPANY 


Manufacturers 
SHORT LEAF PINE 
and HARDWOOD 
LUMBER 


Boards Our Specialty 


HURTSBORO, ALABAMA 
Phone 66 


WE MAKE POPLAR BEVEL SIDING 
AND RESAW PINE AND HARDWOOD 


GIVING PARTICULAR 
ATTENTION TO 
REFORESTATION 








HURTSBORO OAK FLOORING C0., INC. 


Monufacturers of High Grade Aik a , 


End Matched Oak Flooring oi Lies % 
a 
LD = 


in 25/32 and 1/2 in. 
7 hf t- fs 
LU GY NOFMA 
ME 
Be typ We are in a posi- 
Yltjp” tion to ship Oak Flooring and 
Air Dried Yellow Pine Boards 


in the Same Car. 


PLANT AT 
HURTSBORO, ALABAMA 
Phone 69-J 














LOW-PRICED 
BUSS No. 208 


SINGLE 
SURFACE 
woonpD 

PLANER 
Capacity 20” x 8” 


One of a complete line of single 
and double surface wood planers 
— all built by planer specialists. 


One look at the specifica- 

tions of this machine will 

convince you that the BUSS 
No. 208 brings to the low-priced small planer field a new high 
standard of both construction and performance. It's a husky, pre- 
cision-built planer that will handle everything within its 20" x 8" 
capacity with speed and accuracy. It's ideal for the small shop, 
mill or lumber yard, complete in every detail, including fully en- 
closed motors, sectional infeed roll, sectional chipbreaker, 4 driven 
rolls, built-in knife grinding-jointing attachment and many other 
features. Available in various feed rates. Write for price and 
complete information, NOW! 


PLANER SPECIALISTS. 
BUSS 


238 EIGHTH ST. 
MACHINE WORKS HOLLAND, MICHIGAN 








Advertisers’ Index 


Miller & Co., Inc. 


Mobile River wee = ‘Ge.. 
Inc. 


Ahonen Lbr. 

Air-King Mfg. Corp 

American Logging Tool Co... 47 
American Stained Shingle Co. 11 
Anaconda Copper Mining Co. 43 


Angelina County Lbr. Co..... 49 National Mfg. Co. 


New eee Mfg. & Supply 
Corp 3 


ienen a ae 
Bay de Noquet Co... 
Boehm-Madisen Lbr. 
Bonifas Lbr. Co., 
Braund Co., W. R 
Bugher Mfg. Co 
Bunyan Lbr. Co., Paul 
Buss Machine Works 


Oshkosh Wood Products Corp. 
Ozark Oak Flooring Co., The 


Pacific Mutual Door Co. 
Pack River Sales Co..... 
Parker & Co., 


Cadillac-Soo Lumber Co. 
Capitol Products . ; Pitsburgh Plt Glass © Co.., 


Carroll Lbr. Co., The A. B.... 
Christiansen Co., C. M 

Clements Lbr. Co., Al 

Connor Lumber & Land Co..15, 60 
Copeland Lumber Co 
Cunningham Machinery Corp. 5l 


Plytex Corp. 


Rainy Lake Lumber Co., Ltd. 
Roddis Plywood Corp. 


Davis Brothers Lbr. Co. 
Douglas Fir Plywood Assn.... 18 


Schneider Bros. Lbr. 
Schubert Co., H. A 
Seattle Boiler Works 
Shevlin-McCloud Lbr. Co. 
Smith Lbr. Co., Ralph L 
Smith Lbr. Co., 

Southern Pine Lbr. Co.. 


Firpine Products Co 
Fox Lbr. Co., Abbott 


Glidden Co., The 
Goodman Lumber Co. 
Gurdon Lbr. 


Tannewitz Works 


Thomason Plywood Corp. 
Truscon Steel Co 


Holt Hardwood Co 


Hurtsboro Oak Flooring Co., 
ME on ee AO deat a vices 58 


Underwood Veneer Co..... 
U. S. Mineral Wool Co..... 
Upson Co., The 


Industrial Lbr. Co.. 
Vento Steel Products Corp. 


Kinzua Pine Mills Co 

Webster Lbr. Co., H. E..... 
Wells Lumber Co., J. W....... 
West Coast Lumbermen’s Assn. 
White River Lumber 
Wiggins Co., The John B... 
Willamette Valley Lbr. Co. 
Wisconsin-Michigan Page .. 


Lackey Lbr. Co., S. E 


Mauk Seattle Lbr. C 
McClintock Lbr. Co., D. M..... 
Meadow River Lbr. Co., The.. 


Michigan Pole & Tie Co Yale & Towne Mfg. Co., The. 
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Carpenters and Contractors 
welcome these new products! 


SPRING HINGES 


with adjustable spring tension 















upply 


Corp. 54 
. The 47 









“ — An ideal spring for installing on storm and waa x 
screen doors, or wood lavatory stall doors 


ua © F with wood partitions. 





Your trade will appreciate the perfect align- 


4 | ment and spring tension of these heavy-gauge 
«4 [ steel hinges which can be used for either right 


* f or left hand doors. No. 125 Adjustable 


« | HINGES AVAILABLE IN ANY DESIRED FINISH 


Re ices. a 





The variety of finishes assures a harmonious 


« — match to every type of construction. Like all 


54 
20 


National products installation is simplified to 
save labor; while the positive, friction-free 
action of these hinges guarantee an unusu- 


ally long service-life — free from adjustments 


ene or attention. 


No. 126 Adjustable 
Half Surface Spring Hinge 


“BEHIND THE MILLS...THE CONNOR TIMBER STANDS” 


SEE US SPACE NO. A-31 AT MINNEAPOLIS CONVENTION JANUARY 17-19. 











First Again With 


“LAY TITE” 


MAPLE and BIRCH 
FLOORING 


The World's Finest—Bar None 


CARTONS 


r Long Lengths in Bundles) 


Have retail sales appeal. 
Keep flooring clean and dry. 
Keep moisture content more uniform. 


Make inventory easy—the contents are 
plainly marked for grade and scale. 


Give buyers exact cost of 10 sq. ft. 


Save time in laying mixed lengths with- 
out breaking several bundles. 


Manufactured and Graded Under 
M.F.M.A. Specifications 





*LAYTITE” 


PAPC AaED FLO ORING \ 


CARTONS KEEP FLOORING DRY AND CLEAN 


EACH 
CARTON LABELED 
FOR EAS,’ INVENTORY 


The CONNOR LUMBER jand LAND CO. sri, Wife 
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